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and money. 


You too can have lower logging costs—more logs with your 
present crew, INSURE against shut-downs due to insufficient 
logging inventory. Remember that a reduction in cost is equal 
to a raise in price. This time-proven product is excelled by none 
for skidding and loading efficiently and at lower cost. 


This mobile unit solves the problem of patch logging and pick- 
ups in isolated spots—your LOGGERS DREAM will follow trucks 
to the job and set up in only a few minutes saving valuable time 


OUR NEW FACTORY NOW IN PRODUCTION... . 
INSURING EARLY DELIVERIES ON LOGGERS DREAM 


See the LOGGERS DREAM in action — observe the smooth flow 
of power—Bring in those hard-to-get logs. Investigate the possi- 
bilities of this modern all-steel, all-welded machine for lower 
“stump-to-mill” costs. 








INSURE THE FUTURE—PREVENT FOREST FIRES | 













Taylor Machine Works 


Louisville, Mississippi 
Phone 438 


¢ LOGGERS DREAM - 








Only 5 to 10 minutes 
to Load your Truck 

















YOU CAN LOG 
FASTER AND MORE 
CHEAPLY WITH 
LOGGERS DREAM 


LOGGERS DREAM 
MOVES TO THE JOB 
AT TRUCK SPEED— 
IS EASILY SET UP 


LOGGERS DREAM 
HANDLES WITH EASE 
UP TO 5/8" LINE 
CAPACITY 


INDEPENDENTLY 
POWERED WITH FORD 
100 H.P. INDUSTRIAL 
EQUIPMENT 
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Highlights OF THE ISSUE 


Dealer after dealer is finding he can successfully combat the in- 
roads made by applicators in the insulation field by selling a com- 
plete package of comfort and reduced fuel bills, rather than just 
the insulation materials. A discussion of the various sales tech- 
niques adopted by these dealers and what they include in the 
insulation package is found on page 30... By creating a folksy, 
congenial atmosphere in the store, one Missouri dealer is launch- 
ing a strong campaign designed to bring in the rural trade. Spe- 
cifically designed to do the kind of job its trading area demands, 
this store, discussed on page 35, maintains a rural atmosphere 
while at the same time expanding its merchandise and enlarging 
its sales room .. . Eliminating the need for bearing partitions, a 
new type trussed rafter, described on page 38, is saving the small 
home-builder 400 feet of lumber per house . .. A quick glance at 
some types of heating equipment soon to be placed on the market 
is found on page 48. Not a technical article, it discusses briefly 
the various types suitable for small and average homes . . . Despite 
obstacles, Housing Expediter Wyatt says the goal of 1,200,000 
houses in 1946 can and will be achieved in his report on housing 
on page 33. 
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niques adopted by these dealers and what they include in the 
insulation package is found on page 30... By creating a folksy, 
congenial atmosphere in the store, one Missouri dealer is launch- 
ing a strong campaign designed to bring in the rural trade. Spe- 
cifically designed to do the kind of job its trading area demands, 
this store, discussed on page 35, maintains a rural atmosphere 
while at the same time expanding its merchandise and enlarging 
its sales room . . . Eliminating the need for bearing partitions, a 
new type trussed rafter, described on page 38, is saving the small 
home-builder 400 feet of lumber per house ... A quick glance at 
some types of heating equipment soon to be placed on the market 
is found on page 48. Not a technical article, it discusses briefly 
the various types suitable for small and average homes . . . Despite 
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THE TRUTH ABOUT 


Um now, you've heard about Aquella from everybody but us. 
First...there was Kurt Steel’s absorbing article (“Dry Cellars’’) 


ST 








in the December 15, 1945 issue of Forbes Magazine. 

Second...there was the condensation of this same article which ap- ! 
peared under the caption ““Water Stay Away from My Wall’ in the , 
January issue of the Reader’s Digest. : 

Third...there was a flood of anonymous letters containing garbled 


references to a Federal Trade Commission complaint, as well as a copy 





of a letter dated December 29th, 1945, which purported to have come 
from the Director of the United States Bureau of Standards. 


Why you've not heard from us until now... 





In the first place, we were far too busy getting out public’s imagination overnight. 
production to meet the nationwide demand for Furthermore, at first we thought that this 
Aquella. Thousands wanted to be Aquella dis- anonymous attack was just the work of some 
tributors. Thousands wanted to be Aquella deal- small, misguided competitor. Then, when the 
ers and contractors. And many, many thousands vast extent of the campaign became apparent, we 
more wanted to buy Aquella for homes, institu- conducted an investigation into the source and |) 
tions, and factories. Aquella had captured the motives behind the attack. 

The complete details and documentary evidence are to be found in our brochure “The Truth About Aquella”’ 





The Bureau of Standards never intended , 
to discredit Aquella ; 


On December 29, 1945, an unsigned letter came paraging Aquella, the Bureau refused to permit 
from the office of the United States Bureau of further public distribution of copies. : 
Standards written to Forbes Magazine and the What the Bureau then did was to write other | 
Reader’s Digest, protesting the publication of Mr. letters stating that the communication of Decem- E 
Steel’s article. ber 29, 1945 was not intended to discredit Aquella. | 4 

After the Director of the Bureau was informed Nevertheless, thousands of copies of that early 
this letter was being reproduced and circulated by letter still continued to be circulated through | 


the hundreds of thousands for the purpose of dis- “mysterious sources.’ 


The complete details and documentary evidence are to be found in our brochure “The Truth About Aquella’’ 
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PLEDGES TO HOLD PRICES DOWN came from all segments of 


the industry from the largest manufacturer to the smallest retailer. 
Consensus: Easiest way to keep OPA dead is to convince Congress 
that business will remain level-headed now and after crisis is 
passed. 


OPA RECORDS MUST BE SAVED by manufacturers, whole- 


salers and retailers until July 1, 1947. President Truman's executive 
order will allow law enforcement agents to gather evidence of OPA 
violations prior to June 30, 1946. 


CIO NAMED A LABOR ADVISORY COMMITTEE to Housing 


Expediter Wyatt. R. J. Thomas, vice president of the CIO and chair- 
man of the CIO Committee on Housing, named the committee. CIO 
is wielding a strong hand as one of the “liberal” organizations in- 
fluencing housing. Watch it. 


SUBSIDIES WILL CONTINUE despite end, of OPA—at least for 


July, probably longer. Expediter Wyatt urged producers of building 
materials to hold to OPA price ceilings, said there was no intention 
to cancel premium payments after July. 


GUARANTEED MARKET PLAN FOR PREFABRICATORS will 


allow producers 90 percent of their delivery prices on units they 
cannot sell themselves. Government's agent for underwriting is the 
Reconstruction Finance Corporation. 


STEADY UPSWING IN NEW HOUSING is reported by the 


Census Bureau. June total of $344,000,000 was an increase of 
$31,000,000 over May. Total new construction for June reached 
almost one billion dollars. 


OPA SUITS AGAINST 40 LUMBER COMPANIES regarded by 


defendants as a political move. Death of OPA raises question 
whether cases will be prosecuted as vigorously as in OPA days. 


SUBSIDIES TO GYPSUM LINER MANUFACTURERS cimed to 


spur production of gypsum board and lath. Further premium pay- 
ments are planned to increase production of hardwood flooring, 
cast iron soil pipe and fittings and extended type convectors. 


ALL SURPLUS BUILDING MATERIALS owned by the govern- 


ment will be channeled into housing for vets. Surplus materials 
now increased to 30 different! items. 


WAGNER-ELLENDER-TAFT BILL WILL NOT PASS this session, 


reports from Washington indicate. Watch for a strong effort next 
‘ession to push the measure through. 


PURCHASE ORDERS IN WRITING must now be served on the 
supplier in order to avoid their rejection on a technicality, the 
civilian Production Administration announced. This new ruling 
ipplies to war veterans or contractors who have HH ratings for 
duilding materials. 

LUMBER OUTPUT CONTINUES UPWARD CLIMB, according to 
June report of the Civilian Production Administration. April pro- 
duction was slightly under 2.9 billion board feet, a 12 percent in- 
crease over March. May expected to be first month to top the three 
billion foot mark since August, 1944. 


MORE THAN ENOUGH FLOOR AND WALL TILE is being manu- 


factured to meet the demands of the veterans’ housing program. 
Production by year’s end expected to triple 1945 figure. 
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NEW CONSTRUCTION 
Home building in June tops 
May by 31 million dollars 


MEASURED in dollars, new 
housing construction for June 
reached $344,000,000, an increase 
of $31,000,000 over May, the Cen- 
sus Bureau reported. 

The breakdown was: privately 
financed housing, $324,000,000, up 
$25,000,000 over the previous 
month; publicly financed residen- 
tial construction, $20,000,000, an 
increase of $6,000,000 over May. 

Although the monthly rate of in- 
crease is tapering off, according to 
the Census Bureau, total new con- 
struction, with a June volume of 
$921,000,000, has about doubled 
since January. 


ACCEPT OPA CHALLENGE 
Reasonable price structure 
pledged by lumber industry 

FREEDOM to control their own 
prices again will be regarded as 
nothing less than a sacred trust, the 
lumber industry — manufacturers 

and retailers alike—indicated im- 

mediately following the veto of 

price control by President Truman. 

Retail dealers throughout the 
country pledged themselves to hold- 
the-line. Surveys showed that the 
lumber industry will keep its prices 
at OPA level or below unless pro- 
duction costs move upward. 

WEYERHAEUSER’S STATEMENT 

Weyerhaeuser’s message to all its 
sales offices was a good sample of 
what the entire industry was say- 
ing. 

“You will continue for the pres- 








FIRST no-strike pledge to avoid work stop- 
pages on vets’ houses is being signed by 
officials of the Superior (Wis.) Building Trades 
Council and a representative of the National 
Housing Agency. Left to right: James Whalen, 
secretary of the council; Charles J. Horan, 
NHA, and John V. Meyett, business represen- 
tative of the council. 
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ent to sell on the basis of our June 
30 price lists, which were at or 
under OPA ceilings,” stated the 
Weyerhaeuser wire. “You will also 
continue to distribute our products 
to regular customers, paying no at- 
tention to price offers over pub- 
lished lists. The Weyerhaeuser 
Sales company does not expect to 
make any advance in its price aver- 
ages unless circumstances beyond 
the company’s control, including 


increased costs, 
tion.” 

Ten Oklahoma City retailers 
offered a five percent discount on 
lumber sales for the month of July. 
This savings is made possible, said 
the dealers in a paid newspaper ad- 
vertisement, by abolishing unneces- 
sary paper work. A Houston lum- 
ber company offered 250,000 feet of 
Douglas fir at below former OPA 
ceilings in sizes 2x3s, 2x4s, 2x6s, 
2x8s, 2x10s, 2x12s and lengths 8s 
to 24s. 


Johns-Manville announced that 
its selling prices will remain the 


compel such ac- 
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PIONEER NATIONAL DISTRIBUTORS WITH 
WAREHOUSE BRANCHES SERVING THE 
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same, at least for the present, 
United States Plywood corporation 
placed paid advertisements in ff 
newspapers in five cities across the )) 
country. These read: 

“United States Plywood corpora- 
tion will continue-to operate as if 
OPA regulations were in full force 
and effect.” 

FAVORABLE COMMENT 

A good number of lumber com- 
panies throughout the country took 
newspaper advertising to inform 
the public of their intention to hold 
to current price schedules. This 
resulted in favorable editorial com- 
ment. 

Richard J. Colgan Jr., executive 
vice president of the National Lum. 
ber Manufacturers association, said 
that lumber manufacturers gener- 
ally throughout the country are j 
continuing to market their products § 
at or below their previous prices. 

“Even this brief spell of freedom 
from control has breathed new life | 
into the industry,” declared Colgan. 7 

S. L. Forrest, president of the 1 
National Retail Lumber Dealers L 
association declared lumber deal- 7 
ers will live up to their reputation Fe 
of giving customers the best ma- 7 
terials at the lowest possible cost. 7 

Dealer polls conducted by retail § 
associations indicated retailers have | 
every intention of living up to # 
President Forrest’s prediction. 3 
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HOMES FOR NEGROES 


Occupy one of five units Be Me 
being supervised by FPHA 





NEGRO families now occupy one 
out of every five dwelling units ad- 
ministered by the Federal Public 
Housing Authority, the National 
Housing Authority reports. , 

Of a total of 611,000 units, 122, 
000 are occupied by Negro families. 
They represent 38 percent of the 7 
occupants in public low-rent hous- | 
ing and 13 percent of those in war © 
housing. One-sixth of the Negro | 7 
families are families of veterans |” 
and six percent are families of serv- 
icemen. 


GUARANTEED SALES 


Government assures masiat | 
if prefabers will produce | 


be 
UNDER the guaranteed market |7 
plan announced for oe eee 
by the National Housing Agency, 4 | 
new producer will be able to “swing 7 
into full production at the outset, f @ 
assured of a market for all he pro- H 
duces,” says Housing Expediter 
Wyatt. 

The government underwriting 
will be carried out through a con- 7 
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Reconversion Housing 


makes necessary 
the allocation of 


Douglas Fir 





The need for millions of homes, as called 
for by the Reconversion Housing Program, 
means that a substantial proportion of the 
Douglas fir plywood industry’s current 
production is being allocated to housing 
contractors, stock cabinet manufacturers, 


prefabricators and distributors. 


As a result, the supply situation for all 


other industrial and construction uses 


DOUGLAS FIR 


PLYWOOD ASSOCIATION °®° 


Plywood 


-==-=as a result 

the supply situation 

is being 

temporarily aggravated 


will continue difficult in the immediate 
future. However—more plywood is being 
produced today than in pre-war years, and 
once the present overwhelming demand 
for housing has subsided, supply for all 
users should be adequate. Anticipate your 
needs as far in advance as possible—and 
discuss your requirements with your 


regular source of supply. 


TACOMA 2, WASHINGTON 


DOUGLAS FIR 


PINWOOD 


W\3C\ LIGHT. SI RONG, 
Real Wood 
PANELS 


Although Douglas fir plywood 
is critically short today, it is almost 
indispensable for many projects-— 
for concrete form work, for signs 
and displays, for boat building, for 
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railroad car construction, and for 
scores of other industrial and com- 
mercial uses. In such cases it is 
well worth waiting for. It saves 
time and labor—does a better job. 
















Booth-Kelly 
Quality 
Originates 
in the Log 


Booth-Kelly’s fine stand of Doug- 
las Fir timber was selected early, 
when there was plenty of good 
timber to choose from. This fine 
quality timber has had much to 
do during the past 47 years with 
the establishment of Booth-Kelly’s 
reputation for quality. 


RRA 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


BootliAtell 
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tract between the producer and the 
Reconstruction finance Corp. 

Under the plan, the government 
guarantees to pay up to 90 percent 
of a producer’s delivery price on 
any prefabricated houses or new 
building materials which the pro- 
ducer is unable to sell through his 
own distribution channels. 

Wyatt expects this guarantee 
will bring new types of building 
materials and construction methods 
into the large scale market produc- 
tion by eliminating the fear of loss 
in starting a new business and 
financial difficulties encountered by 
new, smal] firms. 


OPA SUES 


Save-face gesture seen as 
excellent publicity fodder 


WAS the nine-million dollar suit 
filed by OPA against 40 lumber 
companies in the west a “save face” 
gesture? 

That is only one of the questions 
the industry is asking now that 
OPA is out of the picture. 

The fact remains that suits were 
filed in four states just three days 
before price controls became inop- 
erative. Some observers believe 
that the move was a well-timed 
effort to convince the Senate and 
the country at large that OPA can 
lick the black market. 


POLITICAL MOVE 

Spokesman for one of the largest 
companies being sued called the 
suits a “political move.” The secre- 
tary-treasurer of another company 
declared the suits were not only 
“unfair” but “without legal basis.” 

“We have been selling fractional 
lumber,” he said, “but we contend 
the buyer had a choice of whether 
to buy it or not.” 

There is the question now of 








REVOLUTIONARY savings in home construc- 
tion are predicted for this four-bedroom two- 
bathroom prefabricated house by the manu- 
facturer, Virginia-Lincoln Corp., Marion, Va. 
Utilizing skins of aluminum over an expanded 
plastic core, the dwelling has been widely 
publicized as the paper-aluminum house. A 
two-bedroom basic model will sell for ap- 
proximately $3,000, the four-bedroom model 
above, $6,000. 
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what disposition will be made of 
these suits with OPA invalid. The 
government may still continue to 
prosecute but the court may regard 
the evidence in a different light 
than during OPA days. 

Nevertheless, the charges of al- 
leged price violations resulting in 
“artificial lumber shortages” and 
“exhorbitant charges” to contrac- 
tors and builders still stand. 


PAYMENTS CONTINUE 


Newest premium plans will 
cover three more materials 


PREMIUM payments will con- 
tinue in effect for an indefinite 
period despite the death of OPA, 
declared Housing Expediter Wyatt. 


Each of the premium payment 
regulations includes a_ provision 
that the Expediter may terminate 
the plan “in the event that OPA 
price ceilings cease to be applica- 
ble” to the sale of the particular 
commodity. 


The latest premium payment set- 
up is aimed to spur production of 
gypsum board and lath. Gypsum 
liner has been the big bottleneck in 
the production of gypsum board 
and lath. Premium Payments Reg- 
ulation No. 3 authorized incentive 
payments of $40 a ton for produc- 
tion of liner in excess of qutota. 

Softwood plywood and structural 
clay products were covered in 
earlier regulations. New premium 
payments plans now being formu- 
lated will cover hardwood flooring 
(Southern producers); hardwood 
flooring (Northern producers), cast 
iron soil pipe and fittings and con- 
vectors of the extended type. 


NORTHUP REPORTS 


Survey shows lumber prices 
stable, supplies increasing 


AVAILABLE lumber _ supplies 
have definitely increased with little 
increase in price during the first 
week following the expiration of 
OPA, according to findings of the 
National Retail Lumber Dealers as- 
sociation. 

H. R. Northup, secretary of 
NRLDA, reported that over 50 per- 
cent of the dealers contacted re- 
ported that for the first time since 
OPA was created, they were being 


offered lumber by reputable manu- © 


facturers. 

“Contrary to statements issued 
by President Truman and Expe- 
diter Wyatt, material price lines 
have either been held or have risen 
but slightly. The increased supply 
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Main reason is that the bulk 







































So, when you think of doors, 








think of America’s finest— 
THE NEW 
WHEELER 
OSGOOD 
TRU-SIZED 
DOOR... 
It’s resin prime 


























emergency housing program. 














| we can to fill all orders as rapidly and as 
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equitably as possible. 


We could save time by 
cutting corners... but we 







et refuse to turn out any- 
” thing but our usual top 
ih quality product. 


We’re rather proud of our 57-year rec- 
ord ...the Wheeler Osgood name is 
recognized as a dependable one for doors, 
plywood and other products. We want to 
keep it that way. 



























coated to assure factory finish 
and smoothness, and is obtain- 





able factory machined for stand- 











ard tubular locks and hinges. 


And, remember WHEELER OSGOOD’S 
LAMINEX Plastic Faced Plywood! .. . 
it has hundreds of industrial and home 
uses. We can supply it to- 
day in black, brown, and 
olive drab colors in limit- 
ed quantities. 





And Wheeler Osgood . | 
research, which has already contributed 
Laminex and the Tru-Sized Door, is still at 
work—contining to develop new Wheeler 


Osgood products. 


Plants and General Office: “Jacoma 1, Washinglou 


NEW YORK OFFICE 
bed a iley \clewe) 2a lei 3 


LOS ANGELES OFFICE 
by ete) 7 Wels ale 3 
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1326 Empire State Building, New York 1, New York. . . 
134 So. LaSalle Street, Chicago 3, Illinois 

SAN FRANCISCO OFFICE . . . . 3045 19th Street, San Francisco 10, California 

922 So. Flower Street, Los Angeles 15, California . 
1216 St. Paul Avenue, Tacoma 1, Washington 











Phone: Penn. 6-2954 
Phone: State 5335-6-7 
Phone: Valencia 2241 
. . Phone: Vandike 6326 
Phone: Main 8101 








Map your 
selling future 


with OZAN 
shortleaf pine 
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HESE four Arkansas Counties are 

OZAN’s storehouse of growing, 
high quality OZAN shortleaf pine. 
Our scientific forest management pol- 
icy here guarantees your selling fu- 
ture in this famous product. 


Ozan LUMBER CO. 
Prescott, Ark. 





















Power Falling of Craig Mountain Pine 


Modern Facilities 
—Modern Lumber 


Not only does Craig, Mountain 
keep up-to-date on facilities and 
methods, but also up to standard on 
quality. 

Craig Mountain starts with qual- 
ity in the tree—and maintains it 
through every step of manufacture, 
right through to the customer. 


Member of Western Pine Assn. 





CRAIG MOUNTAIN LUMBER Co. 
Winchester, Idaho. 

















NEWS a«¢ TRENDS 





of lumber offered to dealers has not 
approached the 20 percent price in- 
crease predicted by the President.” 


VETS’ PROGRAM POSSIBLE 


Expiration of OPA will make the 
veterans’ housing program posi- 
sible. Northup added, rather than 
destroying the program as Wyatt 
feared. 

At the same time Northup took 
issue with several statements in 
Wyatt’s June _ booklet’ entitled 
“Housing.” 

“What Mr. Wyatt failed to state 
was that some of these 406,000 
houses started in the first five 
months of 1946 were reconversions 
and transfers of existing tempo- 
rary housing for which the Ameri- 
can people will be taxed an average 
of $2,225 per house.” 

Northup cited Wyatt’s own fig- 
ures to show that although vital 
materials were channeled to the 
prefabricated house industries, they 
failed to ship more than 10,000 
homes in the first five months of 
this year, whereas the conventional 
site construction building industry 
made 268,000 “starts.” 

“The only thing that has been 


stopping home building has been 
lack of building materials,” de- 
clared Northup. “And the only J 
thing that has been blocking pro- | 
duction of building materials hus | 
been OPA ceiling prices.” 


SAVE OPA RECORDS 


Order states papers must | 
be kept until July, 1947 | 


OPA records kept by manufac- § 
turers, wholesalers and retailers in | 
compliance with the law must be | 
preserved until July 1, 1947, the | 
OPA announced. ; 


The executive order signed by | 


President Truman on June 30 au- | 
thorizes OPA to continue all func- 
tions, powers and duties vested in 
it by the Emergency Price Control | 
Act of 1942, as amended, and the | 
Stabilization Act of 1942, as | 
amended, which did not terminate 
by expiration of those acts on 
June 30. 

President Truman’s action as- | 
sures OPA that all records, books, 


accounts, invoices, sales lists, sales | 
slips, orders, vouchers and other | 


papers required under price control 
will be preserved in keeping with 
the continuation of its enforcement 
duties for violations committed be- 
fore June 30, 1946. 














“Sorry, but your prefabricated house didn’t come today.” 





— 
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Regardless of type or size—every tree gives way The Mall Gasoline Engine Chain Saw can be ecar- 
to the cutting power of the Mall Gasoline Engine ried anywhere a man can walk. There are no 
Chain Saw. Whether it is as hard as oak... or compressor or generator sets to transport—no 
as soft as cedar ... a tree can be felled faster and hose or cable lines to untangle. Its powerful, 2- 
with better direction with this modern power saw. cycle gasoline engine starts easily in any weather 
Interchangeable cutting chains and guide plates and runs all day on very little fuel. A handle 
increase the cutting capacity of a Model 6 Chain throttle places control at the operator’s fingertips 
Saw from 3 to 6 feet, and a hand lever adjusts the and an automatic clutch engages and starts the 
chain to any angle, facilitating limbing and buck- saw as soon as the motor is speeded up. Pneu- 
‘ ing operations. matic and Electric models are also available. 


Write for name of nearest distributor. Demonstrations can be arranged. 





MALL TOOL COMPANY 


7733 South Chicago Ave., Chicago 19, Ill. 
OFFICES IN PRINCIPAL CITIES 


PIG Us Pal ore 


s Pt ; Wl PORTABLE 
Fas cial. TOOLS 


4 


Mall Gasoline Engine Chain Saw. 
Available in many cutting capacities 
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ALLIS‘CHALMERS 


DIVISION © MILWAUKEE 1. U.S.A 


POWER UNITS 
5 SIZES 
MODEL B-15—4 Cylinders, 24 Max. 
MODEL W-25 —4 Cylinders, 31.5 Max. 
MODEL U-40—4 Cylinders, 45 Max 
MODEL E-60—4 Cylinders, 74 Max. 
MODEL L-90—6 Cylinders, 110 Max 





Holding the Line Without OPA 

To the Editors: We are attaching hereto a copy of 
an advertisement we are running at all of our yards. 
We felt that you would be interested in our policy, 
and I am hoping that we can depend on all American 
businessmen to take a similar viewpoint. 

Frankly, I feel that we in the business field are 
somewhat on trial, and that an awful lot depends on 
our behavior in the immediate future. 


As President of the National Retail Lumber Deal- 
ers’ association, I am urging 25,000 retail lumber 
dealers over the Nation to help us police ourselves in 
order that the public interests may be protected and 
that our industry in the future may be saved from 
the bureaucrats. It seems to me that all businessmen 
should take an active position in this matter.—S. L. 
FORREST, Forrest Lumber company, Lubbock, 
Texas. 


To the Editors: The recent sudden end of OPA 
has given business the chance for which it has been 
bitterly asking—to operate without the binding and 
retarding policies of OPA. We personally feel that 
in the lumber business, at least, the situation can clear 
much more rapidly under this freedom than under 
any regulations. 

We are writing this letter to serve as our pledge 
that on lumber we handle, we will use no higher mark- 
up than allowed under the recent OPA regulations, 
and will sincerely try whenever possible to use a 
lower mark-up. This will be part of our effort to keep 
reasonable prices and to keep business free from 
further restrictions. 


May we suggest that such caution on all of our parts 
would go a long way towards helping business prove 
its statements that we can come back faster without 
regulations, in the “good old American way” of doing 
business.—WILLIAM STIRLING, Stirling Lumber 
company, Pittsburgh, Pa. 


To the Editors: The OPA came to its end at mid- 
night Sunday, June 30, following the upholding of 
President Truman’s veto of the Price Control Bill 
that would have extended the act. 


What now? That is the question that nas been 
directed by many in the industry toward this com- 
mittee but because of the uncertainty regarding the 
continuation or issuance of new types of controls, 
we are not in a position to make recommendations or 
give advice concerning practices dealing with the ac- 
ceptance and shipment of orders as of today. How- 
ever, we consider it to be the responsibility of this 
committee to urge every manufacturer and every 
member of the industry to weigh carefully every move 
so that the conduct of the lumber business may not 
be singled out as one which took advantage of a situa- 
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A 12° SAW ON A 
6’ BAND MILL 


Out of Wheland’s vast background of pre-war 
and wartime experience has come another out- 
standing product, the Wheland No. 45 6’ Roller 
Bearing Band Mill. This 6’ Band Mill is built 
to take saws up to 12” wide, with a maximum 
saw tension of 10,500 pounds for additional saw- 
durability and added safety. 


Improved tensioning device permits heavier 
saw strain without damage to saws. Raising 
Device is dust-proof housed and conveniently 
located. Many Extra Safety Features are incor- 
porated in this new Wheland Band Mill. 


Easy on Saws Smooth Running 
Large Diameter Shafts Fast Sawing 


Drive Pulley Belts from any Alemite Lubricated 
Direction 

Low Center of Gravity ———— Balanced 

Self-Aligning Bearing 
Hangers 

Dust-Proof Construction Vertical Tension Lever, 

Spring Loaded 


Short Bearing Centers 


Double Supported Top Saw 
Guide One-Piece Cast Housing 


Deep Structural Steel Bed 











































The New Wheland No. 45 6’ Band Mill. _ 


THE WHELAND COMPANY 


q 3. 





SAW mth EQUIPMENT 





Chattanooga, ‘Tenn. 
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ORDERS 


from all over 
the 
building 


rN YOU prepared to fill whatever need a customer may have for 
maximum building protection against the effects of wear and 
weather? 


The Sonneborn line of ‘Building Savers’’ gives you—from a single 


source of supply—a wide variety of products for building construction 


and maintenance (see chart)—each one a profit-maker in itself and a 


strong recommendation for sales of the others—for every type of 


building 


Sonneborn “Building Savers’ are regularly specified by architects 


and used extensively by builders in every type of construction, and 


are recognized for outstanding performance in building maintenance. 


Cash in on this ready-made market for profitable sales in your terri- 


tory. For details of the Sonneborn “Building Savers’ franchise, write 


Dept. L7. 





BUSINESS-FINDER CHART 





The Product Is 


You Sell lt For 





Hardening, wearproofing and dustproofing 





LAPIDOLITH new or old concrete and terrazzo floors, other 
concrete surfaces. 
LIGNOPHOL Preserving and finishing wood floors, trim, 


doors, paneling—in one application. 





CEMCOAT Filler 
and Dustproofer 


Protecting and decorating cement and wood 
floors, porches,decks.Colors and transparent. 





TRIMIX 


Improving quality and workability of con- 
crete and mortar mixes. 





STORMTIGHT 


(Liquid and Plastic) 


Protecting and preserving, patching and re- 
Pairing roofs of all types, new or old. 





S. R. P. 


(“Sure Rust Prevention") 


Protecting iron, steel and other metal surfaces, 
inside and out, against rust and corrosion. 





SONOLASTIC 


Aluminum Paint 


(Ready-Mixed) 


Protecting and brightening interior and ex- 
terior surfaces—metal, wood, masonry, wall- 
board, etc. 





SONNEBORN'S 
Caulking Compound 


Caulking, pointing up, sealing, glazing, etc. 
Knife and gun grades. 





SONOMEND 


Patching and resurfacing concrete or wood 
floors. 





FLOORLIFE CLEANER 


Cleaning and waxing wood floors and lino- 
leum in one application. 





HYDROCIDE 
Colorless 


Protecting exterior masonry walls against dis- 
integration due to excessive water absorption. 











BUILDING PRODUCTS DIVISION 


L. SONNEBORN SONS, INC. 


88 Lexington Avenue, New York 16, N. Y. 
In the Southwest: Sonneborn Bros., Dallas 1, Texas 
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tion where the demand so greatly exceeds the supply 
by letting prices get way out of control. 

This committee has been in touch by telephone 
with members of the industry throughout the terri- 
tory to determine their thinking with respect to the 
President’s plea to hold down prices to prevent an 
uncontrollable inflationary period. We are able to 
report that the attitude seems to be in favor of hold- 
ing prices as near to the existing level as possible. 
At the same time, the manufacturers we have con- 
tacted express the hope that it will be possible to 
restore the relationships between items, sizes and 
grades that existed before the advent of price control. 
It is felt that such adjustments are necessary to in- 
crease the supply of housing construction items 
which are so critically needed now to assure a greater 
degree of success to the National Housing Program. 

Reports from all branches of the industry indicate a 
general] desire to keep prices in line. This committee, 
fully aware of the dangers that lie in run-away prices, 
urges upon the producers in our industry a po.icy of: 
(1) A continance of an all-out effort to in-reas 
production to meet the critical needs of today, an 
(2) Doing everything to guard against practices 
that will have a further retardant effect on the na- 
tional economy and on the future security of our 
own markets.—C. C. SHEPPARD, chairman, H. C. 
BERCKES, secretary, Southern Pine Industry com- 
mittee. 





Direction 1, PR-33 


To the Editors: Because small sawmills end r 
manufacturing plants have so many problems anc 
interests in common, and because most small mills are 
not members of any organized group which functions 
in their behalf, P.L.R.A. is endeavoring to secure 
correction of a bad situation resulting from the recent 
amendment to Direction 1, PR-33. The enclosed copy 
of letter to Mr. Wyatt explains the point at issue. 
A somewhat similar request was addressed _ to 
8 + a 

To illustrate the effect of amended Direction 1, 
PR-33 on retail dealers, consider the item of 2x8 
dimension. If small mills are forced to produce this 
size the cost of No. 1 rough 2x8 (at ceiling price) 
is $36.50 per M. Because the small mills we are 
talking about have no planers, stock must then go 
to a custom plant for surfacing, at a charge of $6 
per M for unloading, surfacing and reloading in box 
cars, making total cost $42.50 per M. On the other 
hand, dealers can buy No. 1 rough 8x8 at ceiling 
price of $29.50 per M and have stock remanutactured 
and surfaced at a charge of $8.50, making final cost 
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a price everyone can afford to pay! 


Easy to Install 
Easy to Service 


No Putty—No Leakage, Sash 
Glazed With Neoprene 


Weatherproof—Built-In Stainless 
Steel Weatherstripping 


Positive Lock 
Double Strength Glass 
Spring Sash Balances 


Non Corrosive 


Premier 
L.LUMINUM 
Windows a 
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ast! 


Distinctive Aluminum 
Windows Merchandised 
Through the Sash and 

Door Industry * 

















YES, at last an aluminum window within the reach of the 
average home owner. Double hung construction . . . available 
in two lights or with horizontal cut-up bars. EASY TO INSTALL! 
...an experienced operator can install PREMIER windows in 
about 15 minutes! Absolutely weathertight ... permit maximum 
visibility. Can be hung in either wood or all-aluminum frame. 


FREE! Instruction Booklet — Complete “how to do it’ 
instructions for the builder . . . includes detail drawings, sizes, 
step-by-step picture instructions. 


* See Your Sash and Door Jobber For Complete Details 
or write Premier Metal Products Corp., Sky Harbor, Phoenix, Arizona 
for the name of your nearest jobber 
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THESE ARE 


~ 





These are the hands of a factory- 
trained American service man. In 
servicing and repairing rental floor 
sanding equipment—there 1s only one 
right way—and he has the “know how 
hands to do it. var 

Thirty-five American Distributors 
located in principal marketing centers 
stand ready to service your equipment, 
give it a periodic check-up and make 
repairs. A stock of parts and supplies 
is maintained at each office to save 
time and keep your floor sanders earn- 
ing money for you. When you own 
American rental equipment, there is no 
need for long correspondence with a 
factory many miles away—no long 

ments. 
ao hat's why hundreds who own 
rental machines choose American. 

Send in coupon for location of near- 
est distributor, also. ask for equipment 
details and prices, no obligation. 


AMERICAN FLOOR SURFACING 


MACHINE COMPANY ; 
521 So. St. Clair St. e Toledo 4, Ohio 


Gentlemen: wr 
Ol Send me address of nearest American Distributor. 


te details and prices on American floor 
D Send compet’ finishing machines, no obligation. 



















a Name 
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City 













* State 
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$38.00 per M, which is identical with the mill ceiling 
price for surfaced 2x8. The change in Direction 1 
which we are suggesting would therefore enable the 
dealer to get surfaced 2x8 at a cost of $4.50 per M 
less than under the present setup—assuming, of 
course, that ceiling prices are maintained. At the 
same time small mills would not have their operations 
slowed down and production reduced by having to 
saw dimension on the headrig.—R. T. TITUS, execu- 


tive secretary, Pacific Lumber Remanufacturers asso- 
ciation. 


Export Question Raised Again 


To the Editors: Are American lumber exports de- 
priving GI’s (or dealers) of home-building materials? 

To me this is a sore spot because a great deal of 
fir lumber, particularly green fir uppers, which, during 
the past several years I have purchased and sold to 
retail lumber dealers, is now being exported to South 
Africa. 


You, no doubt, are aware of the fact that there is 
an extreme shortage of any kind of flooring or house 
siding. I have recently returned from a twenty-five 
thousand mile trip covering a good portion of Mis- 
sissippi, Louisiana, Texas, Arizona, New Mexico, 
California, Oregon, Nevada, Utah, Colorado, Kansas, 
Missouri and Illinois, and am also in very close touch 
with hundreds of retail dealers in the Central West 
and know from their and my own experience that 
there are thousands of GI houses which have been 
started and which have not been completed on ac- 
count of the inability to get these items. 


In a small way there was a time when I could 
supply some of these by buying green fir clears from 
a number of mills on the Pacific coast and on my 
recent trip out there, I found that 
now being exported. 

I also found that in British Columbia a number of 
the mills who were formerly shipping cedar for these 
purposes into the United States, are now exporting 
to Mexico and other countries. . . . Some of the mills 
in California told me they were exporting their upper 


grade pine... .—WALTER VAN LANDINGHAM, 
Chicago. 


this lumber is 


Owner-Built Homes 


To the Editors: I want to take this opportunity 
to compliment you on your editorial of June &th. | 
think you touched on a very important subject .. . 
one that lumber dealers are slowly awakening to. 

On Monday of last week I discussed this subject 
with Mr. W. A. H. Birnie, editor of Woman’s Home 
Companion, and he expressed the desire to see a copy 
of your editorial. On Thursday I spoke with Miss 
Eloise Davison, director, Home Institute of the 
Herald Tribune, N. Y. C. She likewise was very 
anxious to see a copy of it. Both Mr. Birnie and 
Miss Davison are now working on stories concerning 
this problem.—DONALD R. BRANN, Easi-Bild Pat- 
tern company, Pleasantville, N. Y. 
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DON'T RESURRECT THE DEAD HAND OF OPA 


During a fortnight without price control two developments of overwhelming importance 
; have taken place. First, there has been an immediate increase in the supply of lumber avail- 

able through legitimate channels of distribution. Second, it has been revealed that nobody 
! was out to gouge the public or make exorbitant profits except the regular black market 
j gougers who did it even under OPA. 





4 The increased supply of available lumber does not yet reflect increased production — 
) reports of stimulated output will probably come through later — but it does indicate that a 
H greater percentage of production is now being offered to lumber dealers instead of being dis- 
| tributed on the black market or sold to individuals who were legally authorized to pay more 
than dealers could under OPA. 


Naturally there have been reports of price increases here and there. Probakly the only 
way the industry can straighten cut ihe production and distribution ills which beset it is to 
eliminate OPA-created inequities and adjust prices realistically with relation to one an- 
other. On the whole, however, these reported increases have been extremely moderate; most 
prices have not changed at all and there have even been some reductions. 
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on If anything was needed to refute bureaucratic propaganda which instilled fear in the 
A public it was the termination of OPA. For the past two weeks businessmen have had a per- 
: fect legal right to charge whatever they wish for their products. The way the line has been 
held offers additional proof, if more is needed, that business can be moderate and patriotic. 
Manufacturers’ of both lumber and building materials have announced “hold the line” policies. 
For the most part prices have been left pretty much in line with former OPA ceilings, and 
; some of the Nation’s largest producers intend to keep them that way unless rising labor and 
raw materials costs make increases imperative. 





Even more spectacular has been the reaction from retailers. All of the trade associa- 
tions and many prominent dealers have joined in urging that the price line be held. Most 
reports indicate that retail, prices remain at June 30 levels, but a number of dealers in the 





4 Southwest actually reduced prices five percent as soon as OPA had expired so that they 
# could pass savings in bookkeeping expense on to customers. Consensus among dealers is 
ie that they will make no increases until they are forced to buy materials at higher prices, and 
a even then they will add only their normal margin. 

{ Some will maintain that the first two weeks without OPA do not constitute a fair test of 
iq what’ will come later, but the fact remains that the industry has demonstrated its intention to 
4 be reasonable. Some additional increases may be announced later but they will be only 
4 the essential adjustments which even an extended OPA would have been forced to make— 
Hi and they will result in expanding production. 

4 Certainly nothing has nappened this past fortnight to justify a revival of ceiling prices 
e on lumber and building materials. Such a revival would be only stupid and wasteful and 
e once again plunge the industry into a morass of production and distribution evils from which 
é it can escape now that OPA is dead. 
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HY HAS THE itinerant insula- 
tion applicator been able to 
control such a large share of the 
consumer market these past few 
years? Why have these “experts 
away from home” been able to 
clean up in neighborhoods which 
are better known, and could be bet- 
ter served, by local lumber dealers? 
The answer is simple. The itin- 
erant applicator is not selling ma- 
terials; he is selling a complete 
package. He is selling comfort and 
reduced fuel bills—things in which 
the home owner is intensely inter- 
ested—by furnishing both materi- 
als and labor. Nowhere else are the 
advantages of package selling more 
forcibly demonstrated than in the 
field of home insulation. 

Many lumber and building ma- 
terial dealers have adopted this 
sales technique and successfully re- 
sisted the competitive incursions of 
specialized applicators. Other deal- 
ers have not, and have learned to 
their sorrow that the consumer, 
when given a choice, is more in- 
terested in a package job than ina 
pile of insulating materials. The 
applicator has extracted big profits 
simply by giving the consumer this 
choice, but there is no reason why 
the enterprising dealer should not 
corner this business. He knows his 
territory better than the itinerant, 
who is compelled to do a fast job of 
concentrated selling. 


WINTERPROOFING 


IF IT is logical to sell insulation 
as a package job, it is even more 
logical to sell a complete winter- 
proofing job for the home. Such a 
job would call not only for the ap- 
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THE AGGRESSIVE dealer need not take a back seat to the 


itinerant applicator. 


Many types of insulation carried by 


lumber dealers are suitable for home winterproofing jobs. 
Shown here are two examples—loose fill and batt types. 


plication of insulation but would 
also include  weatherstripping, 
storm sash, calking and the like—- 
as much of it as the customer can 
be sold up to the optimum amount 
required for his home. A winter- 
proofing job of this type represents 
better value for the home owner 
and bigger sales for the dealer. 
Now that cold weather is but 
three short months away in many 
sections of the country, it is time to 
consider how the retail lumber deal- 
er may pick up those extra dollars 


offered by a packaged job of winter- 
proofing. Wherever materials are 
available work could begin at once. 

An unusually good selling pcint 
this season is the danger of severe 
fuel shortages next winter. Pre- 
dictions are that many parts of we 
country will suffer acutely and may 
be subjected to fuel rationing in 
one form or another. This and 
other factors make the insulation 
and winterproofing market look 
good for some time to come. On 
the gloomy side of the picture is tlie 
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fact that insulation supplies are in- 
adequate to meet demand. Weather- 
stripping, however, is available. 

Retailers will find that selling 
available materials in the form of 
winterproofing packages will pay 
off in the long run. Experienced 
dealers can back up that statement 
with true stories. How some of 
them operate will be told in this 
article. 

ECONOMY ARGUMENT 

HOUSEHOLDERS, first of all, 
must be made to feel winterproof- 
ing is just as essential to their 
pocketbook as it is to their com- 
fort. Many men, in particular, 
don’t like the idea of investing a 
sizable lump of money in an in- 
sulation job. The easiest way to 
sell men is by first selling their 
wives. Ads on women’s pages or in 
the local news section will help. 

Tests conducted by the Univer- 
sity of Illinois and the Dominion of 
Canada prove fuel savings to the 
satisfaction of any householder. 
The Canadian study of 200 houses 
of wood frame construction, unin- 
sulated and without weatherstrip- 
ping or storm windows or doors 
showed heat losses as follows: 16.2 
percent through the roof; 27 per- 
cent through the walls; 25.8 per- 
cent through glass; 24.6 percent air 
infiltration; 4.3 percent through 
doors; 2.1 percent through other 
avenues including lower floor. 

Further studies showed overall 
heat loss was reduced 17.4 percent 
by insulating walls with two inches 
of unspecified insulating material 
and an additional 13.3 percent by 
insulating ceilings of second floors 

a total of 30 percent. 

The University of Illinois tests 
showed a 30 percent redution in 
fuel consumption by insulating its 
frame research house with mineral 
wool batt wherever possible and 
mcdulated mineral wool blown into 
less convenient locations. 

National Bureau of Standards es- 
timates that fuel savings as high 
as 20 percent may be effected by 
the use of good storm sash and 
Wweatherstipping on doors and win- 
dows. 

A winterproofed home not only 
mcans substantial fuel savings but 
also lower maintenance costs for the 
heating plant. Resulting increased 
comfort and healthfulness cannot 
be estimated in money. 

WOMEN’S ANGLE 

IN PREPARING advertisements 
on winterproofing, the dealer will 
do well to keep health dividends in 
mind as well as comfort and econ- 
cmy. Some of the ads should be di- 
rected to the “over 50” group. They 








should point out that properly 
heated rooms grow more im- 
portant as we grow older. This 
same health theme carries over in 
advertisements directed to mothers 
of small children. 

“Reduce colds this winter—have 
warm floors,” might be one slogan. 

In planning newspaper adver- 
tising, dealers will find. that sales 
opportunities will develop more 
rapidly by offering free advisory 
service, headlining this service at 
the top of the ad. 

Several dealers have developed a 
successful telephone technique for 
selling insulation. It is important 
that someone be available to receive 
incoming telephone calls and make 
appointments for inspections. It 
was found by experience that the 
best hours to call prospects were 
between 10.a.m. and noon; 2 to 5 
and 6:30 to 8 p.m. At other times 
the housewife was likely to be 
working upstairs or some distance 
from the telephone. Rainy days or 
just before a holiday were found to 
be bad times for solicitation. 

SELLING TECHNIQUES 

ONE rule must be observed in 
telephone solicitation: never quote 
a price over the telephone. The cost 
will quite likely be higher than 
most home owners except. It is just 
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as easy to kill a sale over the tele- 
phone as it is to make one. 

Some dealers have found that 
small want ads have brought sur- 
prising returns. Display space will 
be needed to push the packaged 
deal—storm windows, storm doors, 
weather stripping, calking and the 
like. 

Direct mail is important to sup- 
plement newspaper advertising. 
Names may be secured from your 
list of customers, tax lists, city and 
telephone directories or by personal 
visits to various sections of the 
town. If names are not readily 
available, letters may be directed 
“To Property Owner or Occupant” 
of a given address. 

One of the best selling arguments 
is a list of customers who have had 
complete winterproofing jobs done. 
Dealers can capitalize on their lists 
of satisfied customers by having 
customers’ letters pointing out fuel 
savings notarized and used in di- 
rect mail or newspaper advertising. 
The Jennings Lumber company, 
Abilene, Tex., used this idea effec- 
tively. 

Once the value of insulation is 
established with the householder, 
he is likely to think first of in- 
sulating the attic floor, the under- 
side of the roof or perhaps the 


Photos: Marquart Millwork Co. 


NO WINTERPROOFING job can be quite 
complete without storm sash, and the newest 
thing in this field is the combination storm 
and screen window which can be easily 
changed from inside the home. A real time 
and work saver, combination windows hold 
profit opportunities for the dealer. 
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Photo: Monarch Metal Weatherstrip corporation 


WEATHERSTRIPPING around windows and doors must be considered in planning a thorough 
winterproofing job. Manufacturers claim supply picture on metal weatherstripping is improving. 


walls with a northern exposure. 
This was especially true when in- 
sulation first became popular. The 
householder should be shown that 
half a job of insulating is far from 
satisfactory; that specialized types 
of insulation are available for every 
type of job. 

He may not realize, for example, 
that construction insulation board 
not only protects against both the 
heat and the cold but also tends to 
stiffen up the entire framework 
of the house. Also, that insulation 
helps reduce fire hazards. Insula- 
tion prevents air from supporting 
combustion, filling up the wall and 
fioor spaces that would otherwise 
constitute excellent flues through 
which fire could travel. 

Another angle that the dealer can 
point up advantageously is that a 
“home that is winterized is at the 
same time summerized.” Sloping 
roofs exposed to the direct rays of 
the sun often register temperatures 
exceeding 140 degrees. Excluding 
summertime heat will help pro- 
mote daytime relaxation and a rest- 
ful night’s sleep. 
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Numerous opportunities for in- 
sulation exist on the farm. Houses, 
barns, animal sheds, poultry houses 
are a few of the insulation sales op- 
portunities in this field. The dealer 
can show the farmer statistics prov- 
ing that a dairy barn with an even 
temperature makes for an even 
production of milk. 

Prof. R. C. Miller, Ohio State 
university, is authority for the 
statement that without even tem- 
peraure a cow barn must have at 
least 20 percent more animals to 
maintain even production. Ade- 
quate insulation of poultry houses 
helps to maintain even production 
of eggs. Hog houses require in- 
sulation to prevent fattening hogs 
from burning up feed that might 
otherwise be turned into tissue. 

Fruit and vegetable storage space 
should be insulated to provide tem- 
perature control. 

Replies by householders to the 
following questions should elicit 
business. Are your fuel bills too 
high? Is your house cold and 
drafty in winter—overhot in sum- 
mer? Do you need weatherstrip- 
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ping in windows and doors? Do 
you need good storm windows and 
screens all around? Do you need 
combination storm and screen doors 
on any outside doors? Does your 
attic need louvres to provide ade- 
quate ventilation? 

Other check points by a dealer on 
the premises will include walls and 
ceilings between unheated garages 
and heated living quarters; under 
that portion of the house that has 
no basement; under the floors of 
heated rooms that project over open 
or unheated porches; under porches 
that lack foundations. 

Tests conducted by the American 


Society of Heating and Ventilating | 


Engineers showed that on five 
house types fuel savings ranging 
from $23 to $42 a year were ef- 
fected by the use of storm sash. 

A survey conducted by Collier's 
Weekly showed 65 percent of home 
owners had plans to weatherstrip, 
a considerable market in itself. 


WEATHERSTRIPPING ADEQUATE 
RECENT reports reaching AMER- 
ICAN LUMBERMAN indicate weather- 
stripping lines are rapidly reaching 
the point where production is capa- 
ble of meeting the demand. 
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“We are in a position to deliver § 


” 


large quantities,’ wrote one manu- 
facturer early in June. “Any lum- 
ber dealer may easly replenish his 
stock after an original order has 
been placed in his inventory.” Said 
another manufacturer: ‘“Practical- 
ly our entire weatherstrip line is 
now available for immediate ship- 
ment.” 

With fuel rationing a possibility 
next season because of current 
shortages, the retail dealer 
urge the householder to insulate 
now in the interests of fuel savings, 
comfort and overall economy. 






























































2S ORS eR 


RBs 3 ana 


can & 

















H' 
ing | 
In 
diter 
char, 
prog 
stee] 
climl 
ing” 
ment 
Is: 
mon 
the ] 
mist 
qual 
ing 
1946 
time 
set | 


M 
nent 
con\ 
hous 
have 
says 
the 

H 
star 
bece 
teri 
that 
ratl 

5, 
mat 
lens 
pro 
this 

P 
fill 
Lov 
mal 
Wy 
D. 
the 
firs 
bet 

C 


n 


Bs tos 














cen 




















Photo: Wood Conversion company 


BLANKET TYPE insulation correctly applied s 
stays in place permanently without sagging. |~ 
Year-around temperature comfort is sealed 


into the home. 
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OW CLOSE to its goal is the 


Veterans’ Emergency Hous- 
ing Program thus far? 

In the words of Housing Expe- 
diter Wilson W. Wyatt, who is 
charged with the success of this 
program, “we have finished the 
steepest part of the long, uphill 
climb” to reach the goal of “start- 
2,700,000 homes and apart- 


Issuing the first of a series of 
monthly reports on the progress of 


» the program, Wyatt paints an opti- 
© mistic picture with a background of 


qualifications. He starts off by say- 
ing that the first five months of 
1946 came close to breaking the all- 


>» time record for American building 
s set in 1925. 


UNITS STARTED 


More than 400,000 units—perma- 
nent new homes and apartments, 
converted units, temporary public 
housing and house-type trailers— 
have been started this year, Wyatt 


) says in this January-May report on 


the veterans’ program. 

He does not say how many houses 
started have failed of completion 
because of shortages of scarce ma- 
terials. However, he does admit 
that this situation is growing more 
rather than less serious. 

“Construction time, because of 


) materials shortage, appears to be 


lengthening. Expanded materials 
production is necessary to reverse 
this trend.” 

Prices are not yet low enough to 
fill the real needs of the veterans. 


» Low rent housing is very difficult in 


many 
Wyatt 


sections 
admits. 


of the country, 
In Washington, 


a D. C., for example, 23 percent of 
q the rental authorization 


for the 
first five months of the year were 


7 between $70 and $80. 


Sales prices are still far too high 


» to satisfy the veteran. Only 35 per- 
> cent of the units placed on the mar- 


ket are selling for less than $6,500. 
Surveys of Veterans’ needs show 
that at least three-fifths of the vet- 
erans cannot pay over $40 a month 
for housing. 





Last week the National Hous- 
ing Agency issued the first of a 
series of monthly reports on the 
progress of the Veterans’ Emer- 
gency Housing Program. For the 
interest of readers the report is 
presented, in greatly abbrevi- 
ated form, on these pages. It is 
presented impartially and is pre- 
sumed to be factually ccrrect 
although the interpretations and 
viewpoints expressed by NHA 
are not necessarily those of 
American Lumberman. This re- 
port was prepared before the 
termination of OPA brought 
new factors into the picture.— 
The Editors. 











STUMBLING BLOCKS 


The expediter admits a good 
many other stumbling blocks, 
among them: 

1. Lack of materials. 

2. Anticipated labor shortage. 

Difficulties of price, raw materi- 
als, labor and equipment have re- 
duced the production of building 
materials. These are the require- 
ments: lumber, 1946 requirements 
nearly one-third greater than 1945 
production; brick, 1946 require- 
ments more than twice the 1945 
output and 1947 more than three 
times as great; gypsum board and 
lath, 1946 requirements double the 
1945 supply with 1947 require- 
ments 50 percent greater than the 
1941 peak production; plywood, 
1946 requirements double the 1945 
supply and 1947 requirements 
double the 1942 peak output; cast 
iron radiation, 1946 requirements 
four times and 1947 requirements 
five times the quantity produced in 
1945. 

Lumber production this year is 


Expediter Wyatt tells how the veterans’ program is 


coming along; despite obstacles, he says the goal of 
1,200,000 houses in 1946 can and will be achieved. 
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expected to exceed the 1945 level. 
Production reached a high for this 
year of 2.9 billion board feet in 
April. Nevertheless, estimated pro- 
duction of 32 billion feet will not 
meet the goal. 

First quarter production of hard- 
wood flooring in 1946 amounted to 
95 million board feet of finished 
flooring compared with 352 million 
in the year 1945. Lack of rough 
lumber is blamed by the expediter 
as the principal impediment to in- 
creased production. 

No data is available on millwork 
production for: this year. The re- 
port points out that resumption of 
peacetime production is delayed 
chiefly by lack of raw materials, 
principally Western pine and Doug- 
las fir. 

Lack of softwood plywood has 
also hindered home building. Pro- 
duction for the first four months of 
this year was 11 percent below that 
for the same period last year. 

Output of brick for the first four 
months of this year was twice as 
great as for the same period last 
year, but is still far short of re- 
quirements. Fuel and manpower 
shortages, strikes and price ceilings 
are blamed for failure to achieve 
higher production. 

Premium payments were resorted 
to in an effort to step up production 
of clay structural tile. However, 





WILSON WYATT, housing expediter. 











production for the first four months 
this year was nearly 40 percent 
more than for the same period last 
year. 

MANPOWER SITUATION 

Although manpower is nut a bot- 
tleneck at this time, that is mainly 
so because of a shortage of building 
materials. Citing statistics to em- 
phasize the seriousness of the prob- 
able labor shortage ahead, Wyatt 
says that the peak of construction 
in September will require 943,000 
workers, almost 450,000 more than 
are now at work. 

It is not clear where this huge 
new labor force will come from. 
Recruitment programs in this field 
have not met with much success. 
The number of apprentices is in- 
creasing, but this group is not ex- 
pected to relieve the pressure ma- 
terially. 

On the brighter side of the ledger 
is the progress made in new, con- 
ventional construction. In the first 
five months of this year, work was 
started on approximately 268,000 
new, privately financed permanent, 
traditional type homes or 22 per- 
cent of the total goal of 1,200,000 
dwelling units for 1946. 

To date this year the number of 
houses started which are privately 
financed exceed those for the entire 
year of either 1944 or 1945. There 
has been a sharp rise in this cate- 
gory of 35,000 units in January to 
66,000 in May. 


PREFAB PICTURE 

Thus far, prefabrication has not 
come up to expectations. Factory 
shipments for the first five months 
this year totaled 10,000 ‘“equiva- 
lent units” (equivalent to an aver- 
age 24’ x 28’ house). The major 
problem in this field, states the re- 
port, is to develop and encourage 
new producers who will work with 
materials other than wood. As- 
sistance has been promised to mak- 
ers of pre-cast concrete, steel, 
aluminum and other types. 

The Emergency Housing Act 
permits the government to guaran- 
tee a market for a maximum of 
200,000 units. Scores of prefabri- 
cators are unable to meet FHA’s 
technical standards. Of approxi- 
mately 300 firms which submitted 
applications for assistance in the 
second quarter, only about 200 were 
approved. 

The report expresses the hope 
that new building materials will 
ease the strain on conventional ma- 
terials. 
als, adds the report, may mean the 
difference between success and fail- 
ure of the program. Some of these 
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In fact, these new materi-' 
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INDUSTRY CHALLENGED 


new materials are in quantity pro- 
duction and others are ready to go 
into production. 


cult, he points out, by high 
NEW: MATERIALS als and labor costs, inflat 

These new materials include low 
pressure plastics suitable for insu- 
lating and core materials for core- 
type panels; wall boards and floor- 
ings of plastics and of chemically 
treated fibrous waste products 
which may help relieve the shortage 
of lumber and plywood; wall panels 
in which the core material is a 
plastic, balsa wood or lightweight 
concrete; lightweight concrete us- 
ing aggregates including agricul- 
tural waste. 

It will be a long time before some 
of these materials are ready for 
use. In many localities they must 
hurdle building code restrictions. 

Although 50 percent of the con- 
ventional type homes authorized 
through May (531,000) will sell for 
$7,500 or less, or rent for $60 or 
less, prices must be lowered fur- 
ther, Wyatt stresses. 


more expensive types backe 
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values, a large housing demand for 


d up by 


a tremendous volume of dollars and 


“These problems exist even un- 
der present OPA controls. If these 
controls are removed or substan- 
tially weakened, the whole low-cost 
nature of the program will be en- 


This report, written before the 
abolition of OPA, indirectly is a 
challenege to the light construction 


Can the industry now refute the 
arguments of the government hous- 
ing people that high production of 


low-cost 
govern- 


ment sponsorship? See the article, 
Industry Pledges Self Control Now | 
Price Control Is Out, on page 42 |7 
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LAUNCHES RURAL CAMPAIGN 


There are many ways to mod- 
ernize a business. That it can 
be done without sacrificing the 
common touch is proved by 
the Boeckeler Lumber company, 
Wellston, Mo. Located on the 
outskirts of St. Louis, this re- 
tail concern serves a large farm- 
ing territory and has maintained 
a rural atmosphere, at the same 
time greatly expanding its sales- 
room, adding complete lines of 
appliances, hardware and house- 
wares and coaching its sales 
force in modern merchandising 
techniques. Although Boecke- 
ler’s is not a “fancy” store it is 
specifically designed to do the 
kind of job its trading area re- 
quires. The 100 years of this 
firm’s history somehow symbol- 
ize the evolutionary progress of 
the entire retail lumber industry 
—particularly as it applies to 
rural communities. 


LERKS IN NATTY overalls 

will greet customers at Boecke- 
ler Lumber company, Wellston, Mo., 
under a new promotion drive aimed 
toward increasing the store’s al- 
ready large rural trade. “We’ll cre- 
ate a folksy, congenial atmosphere 
in the store to make our farm trade 
feel completely at home,” Les Snod- 
grass, general manager of the store, 
stated. 

This new advertising scheme is 
no “fly-by-night” affair, but a care- 
fully thought out plan built around 
Boeckeler’s vast reputation among 
rural customers, and based on the 
business philosophy that a _ tre- 
mendous expansion in store area 
combined with the addition of many 
new lines of merchandise calls for 
a parallel large-scale promotion 
plan. Behind the new drive is a 
solid optimism on the part of 
Boeckeler’s resulting from the 
vast rural electrification program 
planned in Missouri and _ Illinois, 
increased deliveries of hitherto 
scarce goods, and the strong belief 
that consumer needs are here to 
Stay. 

Located just outside of St. Louis, 
Boeckeler’s has played a prominent 
role in the development of its sur- 





Store remodeling, diversified lines, training 
for sales clerks and triple-action advertising 
mark the start of this firm’s second century. 








FRONT VIEW of the remodeled rural lumber yard. New addition begins at the B8oeckcler 
Lumber company sign and extends to right, including the house-like structure which serves as 
the office. 


rounding area for over a hundred 
years. In 1841 Adolphus Boeckeler 
founded a small planing mill on 
the present site, and this mill soon 
became famous for its friendly and 
personal atmosphere. In the years 
that followed Boeckeler Lumber 
company became a sort of “com- 
munity center”, where farmers and 
rural folk gathered not only to buy 
necessary farm and household arti- 
cles, but also to brush up on local 
news and swap many a tale. 


PRESERVE RURAL TOUCH 


THOROUGHLY conscious of its 
historical background, Boeckeler’s 
intends to preserve this same con- 
genial atmosphere in its recently 
refurbished retail store. Customers 
will be greeted by clerks garbed in 
neat brown overalls, who will re- 
frain from the slick sales approach 
to concentrate on a friendly “I’m 
just here to make you feel at home” 
manner. Manager Snodgrass him- 
self will be attired in white over- 
alls and further identified by a 
“Cousin Les” label over his pocket. 

Since “Cousin Les” was raised on 
a farm at Vienna in Maries County, 
Mo., while several other clerks like- 
wise come from a farming back- 
ground, there will be no air of arti- 
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ficiality. ‘“‘We understand farm 
folk due to friendly dealings with 
them for years,” Manager Snod- 
grass stated. “Farmers know as 
soon as they come into the store 
that we are one of them.” 

In addition to the newly remod- 
eled retail store, Boeckeler Lumber 
company includes a large yard 
which, with numerous railroad sid- 
ings and storage sheds, covers ap- 
proximately 13 acres of land. 

Outstanding development of the 
past year, however, has been the 
store expansion program. Original- 
ly, the retail store was a 38 by 80 
feet structure, too small to allow 
proper displaying of merchandise 
or the addition of new lines of 
goods. Architect Hari VanHoefen 
then was called in to design a new 
wing which more than doubled the 
store area. Just recently completed 
after four months of construction, 
Boeckeler’s now is an-“‘L” shaped 
building with the new 120 by 40 
feet wing including rest rooms and 
a spacious office. 


PARKING FACILITIES 


PHASE number two of the con-' 
struction program was a parking 
lot. This was another carefully 
thought out project necessitated by 
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local conditions. The community of 
Wellston is considered the most 


congested business locality around’ 


greater St. Louis because of the 
heavy volume of business carried 
on chiefly on one narrow main 
street. Boeckeler’s, also facing this 
busy thoroughfare, decided that a 
large parking lot about the store 
would not only attract customers, 
but also be a “good will’ factor by 
helping to alleviate the congestion. 
Furthermore, this would be in line 
with the store’s policy to improve 
conditions in its community. 

During the excavation over four 
thousand yards of dirt had to be re- 
moved, but now Boeckeler’s is 
fronted by a smooth asphalt sur- 
face. According to Manager Snod- 
grass this surfacing will be con- 
tinued all around the store so that 
eventually, he estimated, as many 
as five hundred cars could be ac- 
commodated. 


TO SELL APPLIANCES 

FOLLOWING the general trend 
of lumber and building material 
dealers throughout the country, 
Boeckeler’s has added electrical ap- 
pliances to its main lines of mer- 
chandise. Manager Snodgrass in- 
dicated there were very logical rea- 
sons for this move. With rural 
trade the backbone of his business, 
“Cousin Les” pointed out that rural 
electrification will add thousands 
of new electrical appliance custom- 
ers in the years to come. ‘Further- 
more, it seems only logical that 
since we sell roofing, lumber and 
building supplies for construction 
and repairing the outside of the 
house, why not complete the job and 
sell all types of appliances for the 
inside of the home at the same 
time. Those who come to buy build- 
ing materials will naturally look 
over our stock of refrigerators, 
kitchen equipment, and other elec- 
trical appliances.” Another more 
obvious reason for adding the new 
lines is that the country is appli- 
ance-starved after lean war years. 

Deliveries are steadily increasing 
on many appliances. The store has 
already received refrigerators and 
electric ranges in small quantities, 
while a line of deep-freeze units 
and steel kitchen cabinets are ex- 
pected daily, Deliveries of some 
washing machines have already 
been made, while gas ranges are 
due in shortly. Boeckeler’s plans to 
carry ranges for both city gas and 
butane gas in addition to washers 
which can be run on both electricity 
and gas. An automatic hot water 
heater for both neighborhood and 
country trade is another item tick- 
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eted for “any day now” arrival. 
Other lines with merchandise al- 
ready in stock and on display in- 
clude radios of many types, auto- 
matic oil heaters, and kerosene 
ranges. In addition, smaller ap- 
pliances in all popular brands will 
be carried, including toasters, mix- 
ers, waffle irons, electric fans, elec- 
tric irons, and the like. Small sup- 
plies of toasters and electric irons 
are already on display in the store. 


THREE-WAY ADVERTISING 


THE NEW advertising campaign 
will be threefold. First, newspaper 
space will be bought not only in the 
local and city newspapers, but in 
rural publications covering nearby 
towns and villages as far as Jeffer- 
son City. Second, an extensive 
mailing list to include over 3,000 
prospective customers will be in- 
augurated. Finally, the big bill- 
board adjacent to the store will be 
redone according to the theme of 
the campaign. 

“Cousin Les Sez...” will head- 
line all advertising copy in news- 
papers, in circulars mailed out, and 
on .the billboard. The body of the 
copy will not only include specific 
detail on Boeckeler’s feature items, 
but also folksy comments’ by 
“Cousin Les” ranging from why 
Boeckeler’s is stressing certain mer- 
chandise to a brief discussion of 
interesting local problems. In the 
first advertisement run in a local 
paper, “Cousin Les” dwelled a bit 
on Boeckeler’s background and hun- 








dred years of service, before get- 
ting down to cases about fruit tree 
spray, red barn paint, roof coating 
and high speed drills. 

In ad number two Boeckeler’s re- 
vealed how it intended to maintain 
its century old reputation for tak- 
ing an aggressive part in commu- 
nity problems. “Cousin Les” 
tackled the rat problem with vigor, 
suggesting that “farm folks oughta 
take precautions too... build con- 
crete foundations on all outbuild- 
ings, see that all refuse dumps are 
cleaned up ... use rat traps and J 
poison too.’ This ad_ increased 
sales of the items mentioned. 

This same homey, country-style 
theme of advertising will be util- 
ized when the store launches its 
extensive mailing list program. 
Names and addresses have been 
taken from sales slips and mail or- 
ders and will be the basis of a drive 
to capture distant trade. Letters 
featuring what “Cousin Les Sez” 
will circularize every sixty days at 
first, but when the expected in- 
crease of merchandise materializes, 
Manager Snodgrass plans to lower 
the time interval to thirty days. 
The radius of this advertising will 
extend 150 miles into Missouri and 
eighty miles into Illinois. 

The huge billboard adjacent to 
the store, long a prominent land- 
mark in the community, will be 
moved back to a better location. In 
line with the theme, a picture of 
“Cousin Les” will adorn the bill- 
board together with a special state- 
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INTERIOR of the store showing paint department at right and appliance department in ‘cor 
Occasion is sale held June 20 to recognize completion of store remodeling. 
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“COUSIN LES”, otherwise known as Les Snodgrass, general manager of the Boeckeler L 7 
In the background and foreground can be seen radios, washing machines, refrigerators and electric fans. 


new appliance department. 


ment yet to be worked out. As a 
new feaure, spotlights will be di- 
rected on the billboard all night 
long. 
SCHOOLED IN SELLING 

ALTHOUGH an air of informal- 
ity prevails inside the store, Man- 
ager Les stressed the fact that all 
clerks are constantly being schooled 
in modern merchandising methods. 
“We want our customers to feel 
completely at home and at ease 
which makes it even more impor- 
tant that our clerks have a subtle 
sales ‘know-how’ in addition to a 
thorough knowledge of the mer- 
chandise.”’ Once a week Boeckeler’s 
has a specialist in selling appear to 
conduct a thirty minute sales train- 
ing period for all employees. The 
time is spent in free discussion of 
Selling techniques, new lines of 
merchandise, and suggestions on 
how to improve displays. 


WILL DEPARTMENTALIZE 

BOECKELER’S readily admit 
that, in handling so many new 
lines, mistakes have been made. At 
the present time all clerks must be 
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y store at Wellston, Mo., in the 





prepared to sell any item in the 
store. This means that a clerk may 
sell paint to one customer, hard- 
ware to the next, then move into 
the appliance department if needed. 
Experience soon showed the need 
for a specialist in the appliance 
field, and Manager Snodgrass an- 
nounced that one had been lined 
up. “From now on our trend will 
be toward a system of separate de- 
partments with clerks trained to 
sell merchandise in limited fields,” 
he stated. “This will simplify train- 
ing needed for new employees, and 
will eliminate much of the fatigue 
caused by too much footwork about 
the store.” 

The construction of a roomy office 
at the east end of the store makes 
it possible for increased efficiency 
in bookkeeping methods. Boecke- 
ler’s is now in the process of setting 
up their merchandise inventory 
along departmental lines. 

In general, the primary retail 
lines in the store include paint, 
electrical appliances, housewares, 
builder’s hardware, millwork, lum- 
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ber, roofing, tools, insulation, heat- 
ing equipment and other building 
materials. Plumbing supplies will 
also be in this category when the 
merchandise is available. Secondary 
lines include athletic equipment, 
seeds, gifts, ready-pasted wallpa- 
per, law and infants’ furniture, 
farm clothing, toys and games, 
throw rugs, and many others. 


SPOTLIGHT DISPLAYS 


INSIDE the store a system of 
spotlighting featured items is the 
most important display technique 
contemplated. ‘‘We’ll advertise our 
specialties in newspapers, set up 
the display in a prominent spot, 
then rig up a spotlight to make the 
display stand out,’”’ Manager Snod- 
grass stated. 

“Taking into consideration the 
expansion of our store, construction 
of the parking lot, addition of many 
new lines of merchandise, and an 
advertising campaign aimed at the 
still huge and untapped rural mar- 
ket, we expect to double our prewar 
business in years to come,” Cousin 
Les stated. 
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Small Home Builders Save 400 Feet 





RAFTERS are pre-assembled with Teco split ring connectors on 
a portable jig table. This job can be done in the yard, in the 
shop or on the building site. Time and labor are saved. 





ASSEMBLED rafters ready for erection on home are piled up at 
site. They require akout the same amount of lumber as regu- 
lar rafters but eliminate need for heavy bearing partitions. 
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NEW TYPE trussed rafter 

















that saves up to 400 feet of | a 
lumber in a 2-bedroom house is | ing 
now being used in 314 veteran’s § fro 
houses under construction, has been | sie 
specified in 403 more, and is now — tien 
under consideration by builders for 
an additional 2,100 units. Inquiries - 
from architects and engineers for Th 
copies of the design have reached to 
75 a week. The Timber Engineer: | 
ing company, developer of the de- 7 
sign, predicts its quick adoption in § 1 
all parts of the country. wa 

FOUR BASIC MEMBERS q ~ 
THE RAFTER has only fow | 
basic members plus two scabs. 
There are no right or left-hand oo 
members. The rafters can be fabri- 7 ae 
cated at job site or in a shop. A@ 
minimum of equipment consisting ?" 
of a cut-off saw and a portable or § ho 
stationary drill and four simple fy“ 
patterns is all that is required. Ex- Pr 
perienced labor is said to be un fy W! 
necessary. There is no complicated Jj ho 
notching, no spiking which elim- 7 th 
inates possible splitting. Ring fo 
grooves and bolt holes are cut in] pi: 
one operation. Production line | 
methods can be employed. It is ha 
adaptable to both single and mul- 7 14, 
tiple housing units. ms are 
SAVE LUMBER rae 
THROUGH use of these rafter JP 4 
as much as 400 feet of lumber cal +} 
be saved in a 2-bedroom house by" 
eliminating heavy bearing parti- ‘a 
tions and using non-bearing parti- du 
tions such as light studs. There is 
le 


less waste by pre-cutting and ridge © 


board is eliminated. 
Rafters preassembled on_ the 
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Already tested on construc- 
tion jobs, these rafters re- 
quire as much lumber as con- 
ventional ones but eliminate 
need for bearing partitions. 


ground are erected as a unit thus 
giving faster erection and afford- 
ing interiors quicker protection 
from weather. A movable jig table 
means faster assembly. Rafters 
for one four-room house can be as- 
sembled by two men in an hour. 
There is no shimming or fitting due 
to inaccurate hand framing. 


INTERIOR FLEXIBILITY 


WITH _ standardized exterior 
walls, roof and ceiling, any interior 
layout can be developed. The de- 
signer does not have to build rooms 
around bearing partitions as the 
partitions can be placed anywhere 
without regard to ceiling framing. 
This flexibility makes it possible to 
provide three, four, five or six-room 
houses with the economy of stand- 
ardized structural frame _ work. 
Prefabricated storage wall units 
will increase storage space in small 
homes without the expense of on- 
the-job framing of closets. They 
form partitions but are moved into 
place after plastering. 

Timber Engineering company 
has mailed the rafter design to 
14,600 architects, engineers, F.H.A. 
architects and housing men 
throughout the country. Retail lum- 
ber dealers may receive a copy of 
the rafter design upon request. For 
the benefit of AMERICAN LUMBER- 
MAN readers the design is repro- 
duced, in somewhat reduced form, 
on the following page. The engi- 
neering concern will send detailed 
recommendations in answer to spe- 
cific requests. 
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Lumber Per House with New Rafter 


24-FOOT CLEAR SPAN rafters in place. Without bearing parti- 
tions about 400 feet of lumber can be saved in building a 
small home and greater flexibility in interior planning results. 


ROOF SHEATHING going on rafters spaced 24 inches on cen- 
ters. Roof, ceiling and’ exterior walls comprise a complete unit. 
Room size can be varied without change in ceiling framing. 
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BATHROOM OR BEDROOM LOCKSET LOCK NO. 730 


Operation: Latch 
Bolt operated by 
knobs from either 
side of door except 
when outside knob 
has been locked by 
pushing in button in 
center of inside knob. 

A turn of inside 
knob releases locking 
mechanism. In case 
of emergency, door 
can be unlocked from 
the outside by pressure of small pointed object, 
such as a nail, against the emergency device in 
center of outside knob. 

Cannot be accidentally locked. If locking 
button in inside knob has been pushed in while 
door is open, contact of latch bolt with strike 
as door closes, automatically releases locking 
mechanism. . 

Reversible for right or left hand doors open- 
ing in only. Made regularly for 134g in. doors. 
Can be furnished for 134 in. doors, when so 
ordered, 





} INSIDE LATCH SET LATCH NO. 710 
Operation: Latch Bolt operated by knobs from 
either side of door. 

Reversible for Y 
right or left hand YY, 
doors opening in or . 
out, 

Made regularly 
for 134g in. doors. 
Can be furnished 
for 134 in. doors, 
when so ordered, 
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Shipments are being made of the new Residence 
Unit Locksets for Bathrooms and Bedrooms, and 
latch sets for Interior Doors. 


Our original production schedule called for ex- 
terior and interior Unit Locks in what seemed at the 
time to be optimistic quantities. The responses to our 
initial announcements far exceeded our expectations. 
In order to get into volume production at the earliest 
possible moment, we revised our schedule. Effort has 
been concentrated on production of interior Unit 
Locks because the average small home has only two 
exterior doors compared to at least eight or ten 
interior doors. 

In the meantime we suggest that suitable exterior 
locksets (shown in wide variety in our Catalog) be 
selected and used until the new Residence Unit Locks 


for exterior doors are available. 





PRODUCTION DEPARTMENT PRESENTS RESIDENCE 
UNIT LOCK TO SALES DEPARTMENT MAY 24, 1946 


E. L. Teich, Chief Engineer; S. P. Morgan, Factory Manager; 
Geddes Parsons, Asst. Sales Manager; H. S. Parsons, Eastern 
Sales Manager. 


P. & F. Corbin 


DIVISION OF AMERICAN HARDWARE CORPORATION 
NEW BRITAIN, CONNECTICUT 
“Good Buildings Deserve Good Hardware” 
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Industry Pledges Self Control 


Now Price Control is Out 





UMBER DEALERS and their 

spokesmen throughout the 
country, finally relieved of OPA 
controls, were unanimously agreed 
that the industry would hold prices 
to a reasonable level. 

At the end of the first 10 days 
following the lapse of OPA there 
was every sign that the industry 
would live up to its word. 

Surveys showed that most deal- 
ers planned to hold prices at OPA 
levels or lower. 

Ten retail dealers in Oklahoma 
City advertised a five percent re- 
duction on all July lumber deliv- 
eries. That is, five percent less 
than June ceiling prices. The deal- 
explained the reduction in this 
way: 

“The elimination of OPA saves 
us a great deal of time and many 
dollars in operating expense. 
We feel we should pass this saving 
on to our customers.” 


UNDER OPA CEILINGS 


Shorn of the OPA yoke, a Hous- 
ton lumber company announced to 
contractors the availability of 250,- 
000 feet of Douglas fir 2x3s, 2x4s, 
2x6s, 2x10s, 2x12s in 8 foot and 24 
foot lengths—all below former 
OPA ceilings. 

One Washington columnist whose 
opinions and predictions are widely 
read predicted that building ma- 
terials will go up 50 to 200 percent 
over OPA ceilings within the next 
60 days; that lumber prices will 
shoot up until the black market is 
dead, finally leveling off at about 
the end of the year to prices about 
20 percent higher than currently 
prevailing. 

Whether this prediction would be 
borne out with the passage of time 
remains to be seen, but there is 
every indication that manufactur- 
ers and retailers alike are concerned 
with keeping the selling price well 
within the capacity of the consumer 
to pay, at the same time allowing 
themselves a reasonable margin of 
profit. 


WEYERHAEUSER’S STATEMENT 


F. K. Weyerhaeuser, president of 
Weyerhaeuser Sales company, said 
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Manufacturers and retailers agree to hold-the-line; 


/ 


Oklahoma City dealers volunteer five percent price cut. 


no price advances are anticipated 
by his company “unless circum- 
stances beyond the company’s con- 
trol, including increased _ costs, 
compel such action.” 

Weyerhaeuser wired the follow- 
ing instructions to sales offices of 
the company: 

“You will continue for the pres- 
ent to sell on the basis of our June 
30 price lists, which were at or 
under OPA ceilings. You will also 
continue to distribute our products 
to regular customers, paying no at- 
tention to price offers over pub- 
lished lists.” 


S. L. Forrest, president of the 
National Retail Lumber Dealers 
association, urged retail lumber 


dealers throughout the country to 
police themselves “in order that the 
public interests may be protected 
and that our industry in the future 


may be saved from the bureau- 
crats.” 

Speaking for his own yards, 
President Forrest said he had 


given notice forbidding price in- 
creases “until we actually are 
forced to purchase building ma- 
terials from our sources of supply 
at higher prices.” 


JOHNS-MANVILLE’S POLICY 


A similar statement of intention 
was issued by Johns-Manville cor- 
poration. It will be Johns-Man- 
ville’s policy to maintain selling 
prices at the lowest possible levels, 
while at the same time providing a 
reasonable profit and the company 
stability so necessary to maintain 


employment and full production, 
President Lewis H. Brown an- 
nounced. 


He said the end of OPA ceiling 
prices will have no immediate ef- 
fect upon the company’s selling 
prices. 

United States Plywood corpora- 
tion bought space in newspapers in 
five cities across the country for 
the following announcement: 

“United States Plywood corpora- 
tion will continue to operate as if 
OPA regulations were in full force 
and effect.”’ The announcement was 
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signed by Plywood’s 
Lawrence Ottinger. 
WYATT’S VIEW 

As might be expected, Housing 
Expediter Wyatt took a different 
view of the situation. He asserted 
that the OPA bill vetoed by the 
President would have increased the 
cost of home building 14 to 25 per- 
cent by the end of 1946 and that 
the current house building program 
is endangered by the breakdown of 
price controls. 

Here are a few of the reports 
from a survey made by the Lum- 
bermen’s Association of Texas. 

S. F. Styles, president, Lumber- 
men’s Association of Texas: “I 
have wired each of our 32 yards to 
hold prices at OPA levels. We 
must prove that we can do this job 
for ourselves where the government 
has fallen down.” 

George H. Zimmerman, Wm. 
Cameron and company, Waco, wired 
each of the company’s 100 yards as 
follows: “Our June 30 prices con- 
tinue in effect. Do not make any 
changes in any price.” 

Retail dealers’ associations 
throughout the country urged mem- 
bers to “hold the line.’ 


NORTHWESTERN’S MESSAGE 

In a message to the 2,700 mem- 
bers of the Northwestern Lumber- 
mens association in the states of 
Minnesota, Iowa, North and South 
Dakota, W. H. Badeaux, secretary, 
said: 

“Thousands of bureaucrats and 
politicians are watching us closely 
with the hope that they may be 
able to say, ‘Well, I told you so. 
You can’t trust American business- 
men to be moderate and patriotic, 
It will be, it seems to me, not only 
to our self interest, but for the 
good of he country generally to 
hold the line on prices.” 

The Southern Pine Industry 
Committee, serving all producers of 
Southern Pine, urged producers to 
(1) continue an all-out effort to in- 
crease production to meet today’s 
critical demands and (2) do every- 
thing to guard against practices 
that will retard the future 
security of our own markets. 
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Sponsors Home 


HOME MAGAZINE, published 
for the retail lumber dealers’ 
customers six times a year is now 
available for distribution under 
the sponsorship of the National 
Retail Lumber Dealers association. 

This magazine tells the dealers’ 
story in three ways: 

1. In editorials and brief art- 
icles. It keeps customers posted on 
the home building and material 
situation—why materials are not 
available in quantity. 

2. It tells what ean be built by 
veterans and other citizens. Every 
issue contains at least one _ illus- 
trated article on this subject. 
Building restrictions are explained 
in layman’s language and through 
the use of charts and diagrams. 

3. Home magazine contains 
brief descriptive articles in each 
issue telling the reader what can 
be built under today’s market con- 
ditions and building restrictions. 
Various projects suggested—tre- 
modeling, decoration, repair and 


» maintenance—all include materials, 


plans and ideas that are possible 


i in early every locality. 


Home magazine is being pub- 


) lished in two editions—a farm edi- 


tion and a town edition. Each will 
contain specialized material ap- 


) plicable to the two fields. 


Says NRLDA: 

“If your lumber stocks are low, 
Sypsum board scarce, nails not 
available, insulation and roofing 
hard to get—you’d better get busy. 
In tront of you is the hardest sell- 
Ing job you ever had to do! 

“The OPA is selling your friends 


and prospects on the idea that with- 


out price control, you could rob 
them of their earnings, that they 
would be unable to buy a home un- 
less OPA controlled the price. 
“NHA is selling your neighbors 


Association 


Information every retail dealer would pass along to his cus- 
tomers if he could is now offered to them in Home Magazine, 
issued by the National Retail Lumber Dealers association. 


the idea that a government agency 
(not you) will actually get the ma- 
terials and build the homes of 
America; the building industry 
(and that means you—includes 
you) is dishonest, backward and 
greedy. Homes cannot be obtained 
at a fair price without government 
appraisal and inspection—NHA in- 
timates. ; 

“OWMR and other agencies are 
calling attention to the danger of 
inflation, the need for veterans’ 
housing and the necessity for all 
others to stay out of your market. 
Through the mayors’ housing pro- 
gram emphasis is being placed on 
the government’s efforts to get 
housing for veterans. 

“The implication is that without 
the Patman bill, the W.E.T. bill, 
OPA extension and the Wyatt 
plan, suitable homes will not be 
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built at the right price. 

“With this type of propaganda 
flooding the country, lumber deal- 
ers and the building industry .in 
general have the biggest sales job 
of their lives to do. The American 
people must be told that whether 
a house is labeled ‘private’ or ‘pub- 
lic,’ it is the private building indus- 
try that builds it. 

“Friends, neighbors and cus- 
tomers must be reminded that gov- 
ernment employes and bureaus cre- 
ate neither homes, food nor cloth- 
ing. They create only taxes, which 
are directly responsible for in- 
creased living costs. 

“Private industry, on the other 
hand, creates not only homes but 
jobs. It not only pays taxes but 
wages.” 

In order to tell this story fully 
and completely, the NRLDA has 
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created the largest publicity pro- 
gram in its history for local dealer 
use. This campaign, which will run 
from July through October, includes 
the use of Home magazine, de- 
signed exclusively for retail lum- 
bermen to send their customers 
and prospects. 


COST TO DEALER 


THERE is no advertising, except- 
ing the dealers’ name on the front 
and back cover. Home magazine, 


says the prospectus from NRLDA, 
is being offered to dealers in the 
light of a salesman that makes 
1,200 calls a year at a total cost of 
$58.80. 

On the part of many dealers 





Maud C. Leachman, editor. 





Winifred A. Wright, contest editor. 
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there is a natural tendency to feel 
that any type of promotional ma- 
terial is almost detrimental to their 
business. Dealers frequently forget 
that today they must sell the idea 
of private enterprise, the private 
building industry and their own 
businesses to the public. 

The dealer must keep his name 
out in front. He must preserve his 
customers and prospects. He must 
tell the true story about his busi- 
ness, for there is no one else who 
can do it for him. 

This is the job that Home maga- 
zine has been designed to do for 
the retail dealers and their cus- 
tomers. 

GEARED TO POCKETBOOK 


HOME plans, for example, are 
keyed as nearly as possible to the 
GI pocketbook and needs. Closet, 
cabinet and minor remodeling ideas 
are geared to the materials which 
are most likely to be available in 
lumber dealer stocks. Illustrations, 
captions and headlines are written 
with the idea of informing the 
reader what can be done under to- 
day’s market conditions. 

Editors of Home magazine are 
in touch with present-day condi- 
tions as the result of their constant 
field contacts. 

Titles of articles in a sample is- 
sue indicate what’s coming. Here 
are a few of them: “Where Does 


Your Building Dollar Go?;” 
“Safety Can Be Built in Your 
Home;” “Fun for You in Your 


Own Back Yard.” There are idea 


and photo contests for cash prizes. 
NRLDA suggests that a mailing 


Lillian Gilroy, circulation manager. 








Many lumber and building ma- 
terial dealers feel that any kind 
of advertising or promotion is 
unnecessary today. Moreover 
they feel that it may be actually 
harmful or embarrassing in view 
of the critical materials short- 
ages and resulting customer dis- 
satisfaction. Nothing could be 
further from the truth; the ma- 
terials shortage actually im- 
poses a tougher promotion and 
public relations job on dealers % 
than they have ever faced be- 
fore. To hold their customers i 
dealers must sell the public on | | 
the private building industry ; 
and the vitally important role 
which dealers play in that in- 
dustry. NRLDA has its own 
ideas on how that selling job 
can be accomplished—ideas that : 
have resulted in the publication 
of Home Magazine for distribu- 
tion, with dealers’ imprints, to 
consumers on farms and _ in 
towns. As a matter of general 
interest to the industry this new 
NRLDA activity is described on 
these pages.—The Editors. 
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list should include the following: 


1. Your list of charge account | 
customers. ; 


2. Home owners in your town 
or trading area. 

3. Active farmers in your area. 

4. Within your trading area in- 
clude the following locations where 
people will wait and read: beauty 
shops, barber shops, dentists, doc- 
tors and lawyers offices; public li- 
braries, local college libraries, local 
high school library, grammar 
school. 

5. Professional and __ building 
trades men who use or specify ma- 
terials you sell, such as contractors 
and builders, odd-job carpenters, 
architects, real estate and _ rental 
agencies, plumbing’ shops, tin | 
smiths, heating and air condi- Fj 
tioning engineers, landscape archi- © 
tects, cooperating hardware stores [7 
and paint stores, electricians; ref 
frigerator, range, washing machine > 
and household equipment agencies; [J 
roofing and masonry contraciors; 
farm county agent, high schoo! 4-H | 
Clubs; high school FFA clubs; | 
grammar school manual training § 
teachers and high school shop in- 
structors; college agriculture engi- 
neering instructors. 

Further details regading Home 
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magazine may be obtained from 

the National Retail Lumber Deal- Pee 
ee . LO¢ 

ers association or by contacting oe 






your regional association. 
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venters, i J @ Over the million mark... and sales still zooming! 
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pe 3 That’s the story of the WARM MORNING Coal 
oael j Heater . . . a heating sensation all over the Nation 
ns: re i ...the heater that has outsold all others ... and 
nachine fF gained nationwide popularity through remarkable 
yencies; | performance brought about by its amazing, patent- 


actors; J ed, interior construction. 
100! 4-H F 
clubs; § Cust tot Other heaters may have similar sounding names— 


raining | rary others may look like it on the outside, but there is 


hop in- Canada Pat. No. —_ only one genuine WARM MORNING Coal Heater. 
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Photo: Locke Stove company 


COAL heaters of this type furnish heat all 
day and all night without refueling. 


ITHIN three months, hun- 

dreds of homeowners 
throughout the country will be con- 
sidering the seasonal question of 
how to keep the house comfortable 
during the cold winter months 
ahead at minimum cost and maxi- 
mum convenience. 

New solutions to this problem 
has been more of a dream than a 
reality for the past few years. Most 
of the big heating concerns were 
engaged in production of war-time 
goods. Now they are turning out a 
variety of heating equipment as 
fast as facilities permit. 


DEALERS ARE READY 


THOUSANDS of homeowners 
will be looking for new furnaces 
and many of them will want air con- 
ditioning equipment in connection. 
The average homeowner must de- 
pend on the salesman who will 
know the pros and cons of the sub- 
ject—who can teil him what the 
best equipment is for his home, 
what fuel he should burn and why. 

This is an invitation to the re- 
tail dealer to establish himself as a 
specialist in the heating field. Sur- 
veys indicate that more than 20 
percent of the nation’s lumber deal- 
ers carry heating equipment. 
Others are considering adding a 
good line. 

Although 
room for 
manufacturers 
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there is still much 
improved production, 
generally expect 


Home Heating Equipment 


Heating field offers rare opportunity 
for dealer who is willing to specialize 








This article gives the reader a 
quick glance at some types of 
heating equipment, which will 
soon be on the market in in- 
creasing quantities, suitable for 
small and average homes. 
not a technical article on the 
theories and principles of resi- 
dential heating. 


It is 








that by the heating season sup- 
pliers will be getting much equip- 
ment now decidedly short. The 
shortage of steel, motors and auto- 
matic control equipment has made 
it difficult to maintain prompt serv- 
ice on heating equipment, but these 
drawbacks are gradually being 
eliminated. 


PRODUCTION STATUS 

ONE of the largest furnace com- 
panies in the country reports that 
it has more than doubled its equip- 
ment for the manufacture of floor 
furnaces. Another concern has re- 
cently added plants in Wisconsin 
and Michigan. The supply situa- 
tion is definitely improving. 

Aside from the problem of avail- 






















































































ability, the primary factor concern- ' 
ing the dealer is the type of heating ff 


equipment he should carry. This 
will depend in large measure on the 
locality in which he is situated. The 
principal decision will be between 
central heating and unit heating. 
Many dealers will want to carry 
both types. 
itself into two principal classes: 


bs 
& 


Central heating divides : 


1. Those boilers with some form 


of heat radiation surface in the 


rooms. 


2. Those equipped with furnaces 
and a duct system to carry the | 
warm air throughout the house and | 


return the cold air. 


CENTRAL HEATING 


CENTRAL heating is used most 





Photo: American Radiator & Standard Sanitary corporatio 


CLEANLINESS of the stoker-fired boiler permits its installation in the basement playroom. 
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generally in the Northern areas. 
Unit heaters (wall heaters, space 
hesters and floor heaters) come 
info use where a central heating 





Photo: Fairbanks, Morse & company 


AUTOMATIC self-feed stokers save the house- 
holder time and trouble, a clean reliable 
method of fuel feeding. 





Photo: Am, Radiator & Standard Sanitary Corp. 


CUTAWAY of this stoker-fired boiler empha- 
sizes its compactness and functional design. 


plant is not warranted. Unit heat- 
ers help supplement the main 
source by meeting additional re- 
quirements, either seasonal or over 
short periods, in baths, recreation 
rooms, sun porches and garages. 

In determining what heating 
equipment to handle, the dealer can 
consider the advice of the Plumb- 
ing and Heating Industries Bu- 
reau. The bureau says you should 
expect these things from a heating 
System: it should distribute heat 
near the floor where it is felt and 
not up at the ceiling; it should 
warm the house without creating 
drafts; it should, be easy and con- 
venient to operate; it should be 
clean in its operation; it should be 
duiable and have a low mainten- 
ance cost; it should be economical 
to operate. 


FUEL 

‘LSO, in deciding on the type of 
heating equipment he will stock, the 
dealer will consider which fuel is 
most economical and available in 
his territory. No one fuel can be 
recommended as best or cheapest. 
suburban or country area may 
not be served by all three of the 
commonest fuels—coal, fuel oil or 

However, modern automatic 





controls make heating relatively ef- 
fortless with any fuel. 

Gas is the nearest approach to 
completely automatic heating, since 
it need only be turned on in the fall 
and off in the spring. An added at- 
traction is its cleanliness. Oil heat- 
ing is clean, automatic and econom- 
ical since most burners use a low- 
cost grade of oil. With the advent 
of stoker firing, coal has gained 
wider acceptance. The stoker not 
only feeds coal automatically and 
keeps the basement cleaner, but its 
controlled feeding also provides 
more efficient combustion of the 
coal. 

With radiator heating, hot water 





Photo: The Coleman company Inc. 
NO basement is required for the modern oil 


or gas-fired floor furnace. It goes beneath 
the floor with only the register at floor level. 


or steam is circulated to provide 
two distinct types of heat. First, 
the radiators give off radiant heat 
which goes straight to the living 
zone of the room. At the same time, 
the air in the room is warmed by 
convection. 

A wide range of radiators are 
now available to suit every taste 
and purse. The free standing radi- 
ator is still available, but it has 
been streamlined to reduce its re- 
quired size and improve its appear- 
ance so that it conforms with pres- 
sent day styling. 

If concealed radiators are ae- 





Photo: The Coleman company Ine. 
THIS type floor furnace is designed to heat 
two rooms. 


Photo: The Coleman company Inc. 


ENTIRE unit of the floor furnace is easily removed for cleaning, adjusting or servicing as needed. 
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Photo: Timken Silent Automatic division 


YEAR-AROUND air conditioning is now possible at moderate cost. The cooling coils seen at 
the right in the cut away model not only cools the air but removes the excess moisture. 
This unit is also a heater for winter. 


sired, there is a choice between the 
recessed and convector styles to be 
set in the wall, under windows or 
between studs without extending 
beyond the baseboard. When 
equipped with grilled fronts, they 
are hardly noticeable. 

The true convector gives up most 
of its heat to the air that circulates 
through it, instead of heating part- 
ly through heat rays as does the 
radiator. Convectors come in com- 
pact units, having a large surface 


Photo: Timken Silent Automatic division 
CUTAWAY model of an automatic warm air 
oil furnace showing wall flame burner, fur- 
nace body and radiator assembly, blower, 

air filters and automatic humidifier. 
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for air contact compressed into a 
small size. 

Valves are the key to efficient op- 
eration in the steam heating sys- 
tem. Their job is to control the air, 
steam and any water that might 
reach the radiator, allowing un- 
hampered escape of air, but closing 
against steam or vapor and water. 


SERVICING 


WHATEVER equipment the 
dealer may choose to handle, he 


Photo: Am. Radiator & Standard Sanitary Corp. 
WARM air heating furnaces are engineered 
for maximum heating capacity. They are 
especially popular among homeowners with 

‘limited budgets. 


should keep in mind that he wil! be 
called upon for servicing when and 
if that is necessary. If he is really 
going into the heating business, the 
dealer must be prepared to main- 
tain his own service department— 
or at least have a workable connec- 
tion with another firm which will 
handle service for him. 

It is a good idea for the retail 
dealer to have a man who can spe- 
cialize in heating systems, one who 
is qualified to give a heating system 
a thorough checkup at least once a 
year, especially in the fall when the 
heat is turned on. 


SPACE HEATERS 


USE of the space heater is be- 
coming increasingly popular where 
the heating area is limited. In little 
less than six years one company has 
turned out one million of these 
heaters. They are available in mod- ff 
els which will burn almost any kind 
of fuel—especially coal, gas or oil. 
Many of them have automatic draft 
regulators which can be set for low, 
medium and high heat with the | 
draft door opening and closing by 
the expansion of a thermostatic coil. 
Most of these heaters have been 
styled so that they are adaptable to 
living room surroundings. Although 
the attractiveness of the outer cas- 
ing is no measure of its operating 
efficiency, most heating equipment 
is now being manufactured with re- 
gard to eye appeal. 

Manufacturers of heating equip- 
ment are specializing more and f 
more. Some are now engaged in the 
production of oil heating equipment 
exclusively; others are paying 

(Continued on Page 72) 














Photo: Am, Radiator & Standard Sanitary Corp. 
RECESSED radiators can easily be set into the 
wall, under windows or between studs with- 
out extending beyond the baseboard. 
Equipped with grilled fronts, they are hardly 

noticeable. 
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Period of Watchful Waiting While 


Price Control Issue Jells 


THE PERIOD of change from 
war controls to self-directing econ- 
omy is bound to be tough whether 
the change is made at once or grad- 
ually. 

The price-regulation melodrama, 
at this writing, roars along in the 
capital with bets about even money 
whether Pauline is to get thrown 
off the cliff or snatched back to 
temporary safety. 

Even when Washington has prac- 
tically knocked itself out, trying to 
act like a regular government, we'll 
still not have the answers to all the 
immediate questions about. opera- 
tion. These are the answers you 
need and want, but nobody knows 
what they are, and nobody will 
know for some time to come. 

A modified extension? Well, we’ll 
have to see what the Administrator 
does with it. Rent control seems 
sure to be extended in some form. 


SOME OBSERVATIONS 


Predictions of sky-high 
prices not yet realized 


While waiting for the Washing- 
ton dust storm to clear, leaders of 
the industry have been making 
some long-range observations. And 
because business, like legislation, 
In due time always follows public 
opinion, it could be that these in- 
dustry observations are more im- 
portant to all of us than is the 
— legislative rumpus on the 

ill. 

While the OPA battle was on in 
Congress, there were predictions 
that unregulated prices would at 
once take to the clouds. Building 
materials were pointed out as po- 
tential dynamite. 

_ One well-known analyst, assum- 
ing that all controls would be 
jerked, prophesied that during the 


summer these materials would ad- 
vanced in price from 50 to 200 per- 
cent, that lumber would reach espe- 
cially high altitudes and would stay 
up there until black-market oper- 
ators got rid of their stock. After 
that, lumber prices might decline 
to a reasonably low level, say about 
20 percent above the old ceilings. 

This is a curious thought. Do 
black markets have _ inventory 
stocks and, if so, where? If the op- 
erators can at will hold their prices 
some 200 percent above the ceil- 
ings, while disposing of their sur- 
plus stocks, why should they not 
keep these prices up there? What’s 
a mere 20 percent? Why not get 
some more boards? 

A Washington newspaper car- 
ried a story under the heading, 
“Lumber Price Now at Black Mar- 
ket Level.” This would imply that 
all lumber prices had increased to 
that level, a level indicated in the 
account as 50 percent above the 
ceiling. But a careful reading dis- 
closed that the figure applied only 
to black-market stock; in other 
words that black-market lumber 
was selling at black-market prices. 
A plausible statement, really. 

Leaders of this industry tell the 
Calendar that no such fantastic ad- 
vances have occurred in prices 
charged by established distributors. 


RETAILERS CAGY 


Refuse to buy, offer to 
sell in uncertain market 


These men admit readily that a 
few weeks without controls are not 
decisive. In fact many retailers re- 
fused to buy lumber, offered them 
at increased mill prices, lest the 
controls be restored, compelling 
them to sell for less than they paid. 
A few tried to get provisional 
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agreements, specifying that if con- 
trols were renewed within a certain 
time the mill price of the regula- 
tion should also apply. Industry at- 
torneys warned inquiring retailers 
that in making such deals they’d 
better not pay cash, since it wasn’t 
certain that the courts would back 
them up in getting refunds. 

Faced with this uncertainty, and 
not wanting to impair their credit, 
quite a number of retailers refused 
to buy at advanced mill prices in 
the early weeks of July, at least not 
for inventory purposes. Curiously 
enough, this seemed to make an 
especially good market for black- 
operators, selling directly to build- 
ers. Responsible distributors gen- 


erally stuck to ceiling prices and 


black-marketeers generally stuck to 
black-market prices. Exceptions, 
of course, but apparently not so 
many. 

In any event there will be some 
price advances. This was happen- 
ing under the OPA before the 30th 
of June. If for no other reason, 
there should and must be relief 
given to operators formerly being 
shoved into the red by unrealistic 
ceilings. In addition to this, costs 
of labor and equipment are rising. 


NORTHUP'S STATEMENT 


Sees industry's return to 
healthy market conditions 


H. R. Northup, of the NRLDA, 
states that when all these factors 
are duly weighed there was little 
evidence apparent during those 
early unregulated days that lumber 
prices were following an inflation 
spiral. On the contrary there was 
evidence of a return to a healthy 
condition with an increased amount 
of lumber flowing through normal 
channels, subject once more to the 
services and _ responsibilities of 
established distributors. 

Many people outside the industry 
and a few within it overlook the 
fact that unreasonably high prices 
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are not the only vicious aspects of 


black markets. Such prices would 
be among the top items, but they 
don’t stand alone. For example, 
mill-run lumber, sold directly to a 
neighboring farmer, means that 
what should have been shop and 
finish grades are mixed in with the 
rest and are used to build a tempo- 
rary cow shed. 

You can add also that, in these 
direct sales, the consumer doesn’t 
have the benefit of the legitimate 
retailer’s expert advice. If the cus- 
tomer is inexperienced, this profes- 
sional help may well be, for him, 
the most important factor in the 
deal. It is at this point that the il- 
licit markets did their most serious 
and lasting damage, producing 
structures of little value at any 
price. 

It is sometimes said that most of 
these out-of-line sales were no am- 
ateur or novice performances, that 
they went to professional builders 
who knew their way around and 
couldn’t be deceived. Does this 
mean that the professional builder 
got what he wanted from the black 


market? It does not. He got wet 
lumber and knew it, but he took 
the stuff because that’s all the De- 
vious Dick had. He knew he got 
rimmed on grades, often paid high 
prices for stock that would have 
been expensive as a gift, when 
measured in lasting house values. 


SUBSIDIES CONTINUE 


Additional premiums await 
decision on price control 


What about the Wyatt program 
and the subsidy payments? Current 
reports are that subsidies already 
announced will be continued at 
least through July and that addi- 
tional subsidy orders are being held 
in abeyance until the battle over 
price controls is decided. If con- 
trols are lifted, there’ll be no point 
to paying subsidies in a free mar- 
ket. 

But in any event it’s as well to 
keep your eye on Mr. Wyatt. He’s 
had tough going to far, but he’s 
personally an able man, and he’s 
quite sure to be an important factor 
in the government’s relationship 
with the general subject of hous- 
ing. The immediate program of 
veterans’ housing, as it’s usually 
understood, may lose its import- 





national housing pattern. 


VETERANS HOUSING 


Special shelter for ex-Gls 
becomes a political issue 


A Washington leader of this in- 
dustry, in the production field, told 
the Calendar that there isn’t now 
any veterans’ housing progran, 
hasn’t been any such program in 
the past and will not be in the fv- 
ture; that calling it a veterans’ pro- 
gram doesn’t make it one. If there’s 
anything of the kind that the goy- 


ernment promotes it has to be a > 


housing program—period. 


In the main there seems to be [J 
something like this facing Mr. Wy- 
att and the builders and material J 
men of the country: First, emer- § 
gency and temporary housing that § 
can be washed out and forgotten as 7 
soon as it has served its purpose, [7 
that & 
will suit the needs of American peo- | 


Second, permanent housing 


ple, including veterans. Building 


done specifically for veterans is | 
pretty certain to get hopelessly § 
messed up in paternalism, charity, 7 
screwball architecture, guinea-pig J 
social experimentation and politics. 7 

Especially politics. An easy guess | 








Planer Feed Elevators 
Hydraulic & Electric Elevating Tables 
Automatic Dry Kiln Car Lumber Stackers 
Semi-Automatic Dry Kiln Car Lumber Stackers 
Elevators for Stacking Dry Kiln Cars by Hand 
Dry Kiln Car Gravity Flow Unloaders 

Electric Lumber Transfers 


DESIGNERS 





ELEVATORS 





AMERICAN Lumber Handling Equipment 
for Saw Mills, Veneer Plants, Industrials 





Passenger, Freight & Industrial Elevators 


AND MANUFACTURERS 
OF SPECIAL EQUIPMENT 


rN : 
renican MANUFACTURING COMPANY INC. 
2119 Pacific Avenue, Tacoma 2, Washington 








More than 75 years 
of service tothe sash 
and door industry. 








For low-cost housing 


PAR-TOX 


wood treatment assures lifetime 
freedom from the ravages of rot 
or termites. 


For a tight sash seal that prevents 
infiltration of moisture and cold 
air — use 








PARKER'S 
PRIMERLESS 
PUTTY 


ance. But this isn’t going to be true | 
of the government’s share in the Ff 

























IRA PARKER & SONS C0. 


OSHKOSH, WISCONSIN 
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ROLL-OFF 


LUMBER TRUCK BEDS since 1918 


Complete Beds Shipped KD 
EASILY MOUNTED 
Write for Catalog & Prices 








“The fictive Truck is the Money-Maker” 








The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO. 


























BERMAN 


LANE 


Trade Mark Reg. U. 9. Pat. Off. 


SAW MI 


LLS 


Sturdy and dependable. Fast, accurate saw- 


ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 


years’ experience in building Saw 
Mills and woodworking machinery. 


) LANE MANUFACTURING CO. 














SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
“THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


_“Member of the Western Pine Associa- 
tion, Portland, Oregon. 








DISTRIBUTORS OF 


SHEVUN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 












7 Perudeasia Fice Wooderorh 


)Rreremmeres 





1604 Graybar Bldg. 


NEW YORK 
Mohawk 4-9117 


ay 
: ’ 1 - a 








SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 








CHICAGO 
1863 LaSalle-Wacker Bldg. 
Telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bldg. 
Exbrook 7041 
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that when such a mess boils up the 
veterans will not be interested in 
having any part of it, on an owner- 
ship basis. They don’t want to be 
singled out in this way. Most of 
them prefer to merge and mingle 
with the rest of Americans, so far 
as housing is concerned. So it ap- 
pears that basically Mr. Wyatt’s 
problem, and ours, is housing suit- 
able for Americans. 

Uncle should help soldiers and 
sailors in a financial way, either to 
own or to rent, if they need this 
help. But let them have houses like 
their neighbors’ houses, not a spe- 
cialized or conspicuous soldier’s 
home. When there are homes for all 
Americans there’ll be homes for 
veterans. 


W-E-T BILL 


Industry's feeling about 
measure is not unanimous 


There’s been much pressure ap- 
parent in Washington of late in fa- 
vor of the Wagner-Ellender-Taft 
Housing Bill. In general, this in- 


dustry does not favor its enact- 
ment, although naturally the feel- 
ing about it isn’t unanimous. Lum- 
bermen are usually of the opinion 
that nothing of the sort is needed 
and that any advantage in the leg- 
islation would be offset by the ham- 
pering controls of a central man- 
agement. The general argument 
for it is that the country will need 
12,500,000 new housing units dur- 
ing the next ten years, that private 
industry unless directed and aided 
will not build the right proportion 
of houses in the different price cate- 
gories and will not build them in 
the right places. 

The proposed subsidies men- 
tioned below have been pretty well 
formulated, so we understand, but 
are in abeyance until the matter of 
price controls has been settled. 
Chances are that the big price snarl 
will have been fixed up, some way or 
another, before you get this issue 
of the AMERICAN LUMBERMAN, but 
the publication deadline catches us 
with the bill hanging in the air be- 
tween Senate and House. In any 
event there’s a certain news inter- 
est in the course the NHA and 
other agencies have taken in regard 
to the stepping up of production. 


FLOORING PRICES 


Manufacturers sell Wyatt 
on $12.50 ceiling boost 
Hardwood flooring manufactur- 
ers seem to have convinced the Ex- 
pediter that ceilings were $12.50 
too low. That was quite a piece of 
jack to be taken entirely out of the 
subsidy fund; so the plan was to 
cut the much-troubled OPA in on 
the deal. Prices were to be raised 
by $5 a thousand. Then Mr. Wyatt 
was to pay flooring manufacturers 
$7.50 a thousand for meeting cer- 
tain quotas, thus making it possi- 
ble for flooring manufacturers to 
pay more for hardwood lumber. 

Certain other premium payments 
are similarly under consideration, 
among them payments for cast iron 
soil pipe and fittings. 

As mentioned before, the premi- 
um payment regulations (subsidy 
regulations to you and us) covering 
structural clay products, softwood 
plywood, and gypsum paper liner, 
all of which went into effect last 
month, will be continued through 
July. However, these regulations 
include provisions to the effect that 
the Expediter may terminate the 
plan in the event that OPA price 
ceilings cease to be applicable to the 
sale of the particular commodity. 








CHICAGO OFFICE ONLY. 





Quality Work Guaranteed 


Lumber to move in transit to Park Falls, Wisconsin for kiln drying, 
dressing or running to pattern. All arrangements to be made WITH 


Address All Inquiries to Dept. “A” Chicago Office 


EDWARD HINES LUMBER CO. 


Dept. “A”, 77 W. Washington St., CHICAGO 2, ILL. rrankiin'ss20 


CUSTOM MILLWORKING FACILITIES ALSO AVAILABLE AT CHICAGO 


Milling-in-Transit -- Custom Kiln-Drying 











Planing Mill Capacity 
3,000,000 Ft. per month 


Dry Kiln Capacity 
600,000 Ft. per month 
































POSITIVE a.m. ACTION 
NEWELL DOOR CLOSER: + Io pans 
EASY “TO AINSTALL 


No 014 OIL-FLO 


-| RED BRAND FENCE is Back! 


. With all the long-lasting features that made this 
fence so popular before the war. Heavy “‘Galvan- 
nealed”’ zinc coating... 








2 No 006-A ZEPHYR ~ No 008 AIR-FLO 


es steel wire 
. . live tension . . . guaranteed 


For a low-priced closer, Ideal for combination 
the 006-A has all the 


features of higher-priced 


This latest addition to the 


screen and storm doors Newell line operates in an 


. never-slip knots . 
and light inside doors oil bath. Smoothest oper- 


quality. 
closers. A really proved Each one in individual ating closer yet presented 


fast seller carton , B i Vi KEYSTONE STEEL & WIRE 60. 
TWO BEST SELLERS - - 22CRst% ya Wo | Sa se ven PEORIA 7, ILLINOIS 


ore 56 Years 
lo. 00! Door Stop prevents damage H H 
when doors are forced open beyond Satisfaction 


normfo. O10 E-ZE Latch venders reriect Fence Users will continue to 
_“Look for the Top Wire Painted RED” 


performance when used with o 
door closer Full instructions, with 


template, in each box 





No. 001 DOOR STOP 
TT 
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‘WHY DRAIN YOUR LUMBER SUPPLY? WHY 
COMPLICATE YOUR LABOR PROBLEM? SELL— 


WEA THER | 


SOLD: BY THE 





Address Reply: 
2100 Penobscot Bldg. 
Detroit 26, Michigan&@ 


Made in the Heart of America’ 


a NORTHERN WOOD Vx 


HOLLAND 


CKLOAD The lack of lumber... the 
scarcity of storm sash this 

| Order Now For ' year makes this BIG NEWS 
| we rere for you! Reserve mill sup- 
OCTOBER plies for other uses . . . Get 


NOVEMBER 
DECEMBER 
Delivery! 


COMPLETELY BUILT.. 
READY TO INSTALL 


WEATHER-VANE, com- 
pletely built, ready to in- 
stall, no painting necessary 
. - 500 windows and doors 
to the truck! It sells. on 
sight, a quality, nationally 
advertised, year ‘round 
product for big sales, 


* 


Advertised in leading mag- 
azines! Newspaper ads 
FREE! Circulars, radio an- 
nouncements and other big 
selling helps. 


Woodworking District By 





PRODUCTS CO. 








Tidewater 


RED CYPRESS 


in Timbers and 
Other Items for 


Industrial Purposes 





a RRS 
The Wood Eternut™ 


| Tidewater 


f RED CYPRESS 





for Your Normal Needs 
IMMEDIATE SHIPMENT FROM ST. LOUIS STOCK 





FLEISHEL LUMBER CO. 


4235 DUNCAN AVE. « ST. LOUIS 10, MO. © NEwstead 2100 















Sitka Spruce Lumber 


and 


Box Shook 


POLSON 
Lumber & Shingle Mills 


Division ef 


Polson Logging Company 
Hoquiam, Washington 





Wrania 








Yeung and Thriving Urania Forest 


A Pioneer in Reforestation 


Urania has been engaged in reforestation activities 
since 1904, with the result that we expect to have 
a permanent supply of Pine and Hardwood timber. 


Urania has always been eae quality producer. There 
| was no let-down in Urania quality during the war. 
Urania quality today is as dependable as ever. 


The URANIA LUMBER CO., Ltd. 
| URANIA, LA. 


Lumber Manufacturers and Tree Farmers 
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Getting It Off Our Chest 

IKE THE ‘Californian who 

found it impossible to resist the 
temptation to say something in be- 
half of his native state on each and 
every occasion, the Clinic is unable 
to suppress the observation that 
nothing done by the government to 
date indicates it is better equipped 
mentally, legally, or in any other 
manner, to take over the job of op- 
erating the building industry, espe- 
cially as it pertains to veterans’ 
houses. Private industry, without 
being blessed with untold millions 
to pass out as subsidies and lack- 
ing the power to pass laws to force 
any and all issues involved, could 
have been well along with the job 
by this time had it not been for 
the continuous interference of the 
hordes of bureaucrats who cling 
tenaciously to the idea that houses 
can be built by passing laws and 
the mere writing of rules and regu- 
lations which no one can under- 


stand. 
* ~*~ * 


As a vote-getting effort the gov- 
ernment’s home building program 
is a huge success... for the other 


fellow. 
* %* * 


NEED a granary?” asks Bur- 
ford Young, editor of The 
Knot Hole, published by A. L. Scott 
Lumber company, DuBois, Neb. 
“We have one left — a 10x14 
mounted on four runners. Well con- 
structed. Attractive. Just the thing 
for the coming harvest. Price is 
$300 delivered to your farm.” Mr. 
Young closes on a somber note: 
“‘We have no more lumber, so this 
is our last bin.” To which a friend 
of ours adds: “He’s one up on us 
We didn’t even have a last bin to 

sell!” 

* * * 

Prize Messer-Upper 
NTERDEPENDENCY is the 
great tangler-upper. This much 

has been proved time and time 
again whenever well-intentioned 
planners set out to change the 
course of human events in any in- 
dustry. The subsidy on peeler logs, 
for example, may step up the pro- 
duction of plywood, but it does so 
at the expense of sawmills and 
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veneer mills. In another direction 
the expansion of the five-day week 
has been a contributing factor to 
the box car shortage for the simple 
reason that cars are idle just that 
much more time. Planning would 
be a cinch if it were not for the 
all-fired interdependency of things 

. especially as it pertains to ev- 

erything connected with the con- 

struction industry. 
%* % * 
Black . . . And No Longer Silent 

J ACK DIONNE, in discussing the 

extent of the black market, tells 
of a friend who saw a new car of 
the lower price bracket for sale in 

a used car lot. His friend was in- 

clined to be quiet about it and as- 

sured the salesman he was not a 

snooper nor an OPA man. The 

salesman said—‘“O. K., brother, I 

don’t care who the hell you are. I 

paid $2,250 for this car, and I’m 

selling it for $2,500.” And that, 

according to Jack, indicates how 
quietly the black market is operat- 
ing. 

* * * 

Many a buyer has found to his 
sorrow that the harsh turn-downs 
of yesterday’s sellers are coming 
home to roost with monotonous 
regularity. 

%* * 

A Good Way to Keep 'Em Coming 
LIPPED from the ad of a Mid- 
dle West lumber dealer: “Those 

of you who are regular visitors to 
our yard are the ones who will get 
new merchandise when it comes in. 
Some time ago we tried a plan of 
allocating scarce items. When a cus- 
tomer came in and asked for some- 
thing, we would put his name on file 
and call or write him when the item 
arrived. In the meantime many 
would have found the item some- 
where else. Or perhaps you would 
have changed your minds. Conse- 
quently, we would be days and days 
getting the merchandise out. Final- 
ly we gave up. Now when anything 
comes in, it’s a case of first come, 
first served. We believe it’s the only 
fair way. Just the other day we re- 
ceived a large shipment of galvan- 
ized tubs. In two days they were 
all gone. Yes, it pays to keep com- 
ing!” 
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The Dim, Distant Past 
ie SMEREES those short pieces 
of lumber that reposed year in 
and year out under the pile bot- 
toms? Or the truck driver who used 
to think nothing of driving over a 
board if it happened to be in the 
way? The photograph of a lumber 
yard stripped bare of everything 
loose that was ever in it brings to 
mind the whereabouts of the scraps 
of yesteryear. 
* * * 

A flood of lumber would only 
serve to swing the pointer of dis- 
tress to another mark on the dial: 
“No carpenters.” 

* * # 


Help at Last! 


B pasme 3 TO PROVE that something 
really is being done to relieve the 
shortage of carpenters which al- 
ready exists and would promptly 
become tke major bottleneck in the 
event building materials became 
more readily available, union of- 
ficials in Minneapolis are publiciz- 
ing the fact that 400 apprentices 
actually are in training! ‘Where- 
upon a single contractor remarked 
he alone could use that many extra 
expert carpenters on jobs now held 
up by material and manpower 
shortages. 
* * * 


How big an inventory would 
you pile up, at today’s prices, if 
you could buy as much as you 
need of everythng? 


* + 


""A House to Live in for $1,182.50" 
G AMBLES are running full-page 
ads, under the above heading, 
in the areas covered by their sev- 
eral hundred stores, featuring a 
prefabricated 16x24 foot cottage 
“to solve your housing problem.” 
Specifications: 2x4 studs—16 inch 
o.c., 6 inch T.&G. flooring, 2x6 or 
2x8 floor joists, asphalt shingles, 
cedar siding, seven double-hung 
windows, and standard exterior 
door. The price is f.o.b. factory 
near Minneapolis. 
More and more of the big mer- 
chandisers have their eyes on the 
home market, 
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Most Efficient, 
under Trusses! 


Reduce handling and storage cost. Give your industrial trucks 
room for 100% operating efficiency. Build wide, clear lumber 
sheds—totally free of post. 
And keep cost low. Support the roof with modern American- 
bowstring roof trusses. Economical. Efficient. Used by lumber- 
men for 25 years. 

Write for Facts! 


/ JAMERICAN > 
ROOF TRUSSES 














6846 Stony Island Ave., Chicago 49, Ill. Plaza 1772 








SMALL, COMPACT 


Tmmediate SAW MILL 


P000e0s0on 
WASHINGTON COURT HOUSE 
31 Miles from 
. COLUMBUS, OHIO 
MACHINERY Suitable for hardwood and 


& REAL ESTATE veneers. Boiling and steaming 
OFFERED AS vai. Adjacent timber stands 
ONE UNIT available. R.R. siding. 


Cooperation of Brokers Invited. 
List Prospects 24 hours before sale. 


AUCTION 


— AUG. 20 onPremises 


SEND FOR BOOKLET 


CHRYSLER BLDG. 

NEW YORK CITY 17 
PHONE: 

ING LExington 2-5000 


RP CAE) GRE ESO 


Stephen A. McDonald, hcintemenemtaeenantiinanainmenell 
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TREATED LUMBER 


... Triple Life 


Tripling the life of lumber by treating it 
against termites, fungi, marine borers, in- 
sects and decay has been a specialty with 
us for more than 30 years. Through our 
facilities we treat millions of feet of lumber 
a year under the high standards of the 
American Wood Preservers’ Association . 
providing maximum protection by giving 
highest penetration of preservative into 
wood cells. Proper foundations are impor- 
tant. Service and quality have been Pope 
«& Talbot foundations for 97 years. 





EXECUTIVE OFFICES * 461 MARKET ST. * SAN FRANCISCO 5 


POPE «TALBOT, INC. 
LUMBER DIVISION 








CREO-DIPT STAINS 


FOR WOOD SHINGLE ROOFS AND SIDE WALLS 


CREO-DIPT 


INC. 


COMPANY, 


Established 1911 


NORTH TONAWANDA, N. Y. 














































Sensitive to touch 
— light to handle — 
relaxing to use. 









Chapmanized steel 
RED DEVIL wheel. 


evil, 
GLASS CUTTERS 









Whats Neur £ 





New Aluminum Windows 


Available in two lights or with 
horizontal cut-up bars, these new 
aluminum windows can be hung in 
either wood or all-aluminum 
frames. Weathertight, and permit- 
ting maximum visibility, it is said 
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Red Devil Tooks. 


IRVINGTON 11, NEW JERSEY, U. S. A. 
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Fly Screen Cloth 


"KEYSTONE BRAND” 


BLACK 
GALVANIZED 
BRONZE 
COPPER 
ALUMINUM 


Phone 631 


Seneca Wire & Mfg Co. 


FOSTORIA, OHIO 
































Every Manager Needs It! 3 


itematize your business 
with this handy, desk-side 
MANAGERIAL FILE. Keep 
I at your’ ft 
your finger 
tips. Big thee cnver, Sliding, 
fall-away {- ne 
drawer. Rubber castors. Hig 
— Write today for cir- 












Northwest. Metal Prods. Co. 
1337 E. Mason, Green Bay, Wis. 
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that an experienced operator can 
install one in 15 minutes. The win- 
dow includes a positive lock, double 
strength glass and spring sash bal- 
ances. A free instruction booklet 
gives complete how-to-do-it instruc- 
tions for the builder, detailed draw- 
ings, sizes, step-by-step instruc- 
tions. Each sash has built-in stain- 
less steel weatherstripping. For 
further information write Premier 
Metal Products corporation, Sky 
Harbor, Phoenix, Ariz. 


Short Log Saw Mill 


Made of structural steel and of 
welded construction throughout, 
the automatic short log saw mill is 
so made that the log is automatical- 
ly moved into position for the next 
cut on the return of the carriage 
after the log has cleared the saw 
blade. Individual index plates are 
required for each thickness of 
board desired. Eight standard 
plates, as chosen by customer, are 
furnished with the machine. While 
the machine will handle eight-foot 





GAMES ADS » UME ORE 





logs, shorter logs may be run as the 
carriage may be set to return as 
soon as the saw has completed the 
cut. For a bulletin giving more 
complete details write Carver Cot- 
ton Gin company, East Bridge- 
water, Mass. 











When writing for new literature 
or further details about products 
described here, please mention 
AMERICAN LUMBERMAN as the 
source of your information. 











Material Handling Equipment 


Manufactured of high tensile 
steel, a new line of material han- 
dling equipment consists of six 
products offered in various stand- 
ardized sizes to include a total of 
14 units of platforms, nestling 





rings, boxes, skids, and pallets, all 
available for immediate shipment. 
Shown here are (top) the combina- 
tion wood and steel pallet, (center ) 
the all-steel pallet, and (bottom) 
the wood and steel platform skid. 
The all-steel pallet is available in 
three sizes and the other two units 
are offered in two sizes each. For 
further details about all of this 
handling equipment write Monroe 
Auto Equipment company, Monroe, 
Mich, 
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Model Drafting Machine 

The new model drafting machine, 
the Boardmaster, offers the new 
feature of locating every operating 
control at the fingertips of the left 





hand. Placed for easy operation, all 
controls are grouped within a two- 
inch radius. As a result, it is said 
the Boardmaster can be operated 


virtually by feel alone. The over- 
arm protractor permits full visi- 
bility of the dial throughout 360 de- 
grees and in any arm position. It 
is a basic drafting machine adapt- 
able to all types of drawing tables, 
horizontal, sloping or vertical. Ad- 
ditional new features include syn- 
thetic sapphire glides designed for 
use on the new highly abrasive 
drawing papers without smudging 
or wear; a built-in key wrench an- 
chor clamp and hinged anchor; spot 
color controls and glareless alum- 
inum matte finish. For further de- 
tails write Universal Drafting Ma- 
chine company, Cleveland 14, Ohio. 


Clothes Line Tightener 


The new tightener provides for a 
person’s body weight for applying 
the pull necessary to draw the line 
taut. It is composed of only two 


parts—a satin finish, cast alumi- 
num “S” type hook and a cadmium 
plated steel clevis or link that op- 
erates over the notched end of the 
hook. The free end of the clothes 


‘SE Clothesline Tightener # 





line is threaded through the clevis 
far enough to allow a good grip on 
the line from a comfortable posi- 
tion. The tightener is then hooked 
over the conventional clothes line 








BOOKS THAT WILL INCREASE YOUR PROFITS 


AMERICAN LUMBERMAN can fill your needs for practically 
any book on any subject pertaining to Mill Work—Calculat- 
ing footage & prices—Wood Identification—Estimating—Con- 


struction, Etc. 


WRITE FOR COMPLETE CATALOG 
AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 


Importers of 





TROPICAL WOODS 


(Balsa — Rosewood — Others) 


F. C. LUTHI & CO. 


Chicago Office: Rupert N. Hoye, 2323 South 
Michigan Avenue, Chicago 16. 


New Orleans 12, La. 
433 Balter Building, 











~ Quality Lumber 
for 58 Years ... 








WINTON LUMBER SALES CO. fcsAay Jower.MINNEAPOLIS 2, MINN. 





WESTERN WHITE SPRUCE 









"IDAHO WHITE PINE 
PONDEROSA PINE 
CALIFORNIA SUGAR PINE 








George P. Franklin -- Traveling Buyer -- 
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“LUMBER FOR EVERY PURPOSE” 


e We can serve you in finance, storage, sales 
and distribution of your product in this market 


WM. C. SCHREIBER LUMBER CO. 


WAREHOUSE: 2271 LUMBER ST., 


CHICAGO 16, ILL. 


Box 1295, Huntington, West Virginia 




























PAUL B. BERRY 
Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


1 or more cars 4/4” & thicker, but 
mostly 4/4" Pine, Maple, Birch. Beech, 
Poplar, Gum, Willow, Oak. Magnolia, 
ete. Prefer upper grades but can use 
crating, etc., grades also. KD or AD, 
Rough or surfaced. Can use RW&4L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 
Send me your stock and price lists. 











Lindsey 8-Wheel 
Tractor Wagons 


are ideal for tractor logging. They 
are used singly or in trains. 


Lindsey Wagon Co., Laurel, Miss. 


Sole Manufacturer 








Those who know 
“Diamond Hard” 
Maple and Birch flooring 
prefer it above all others. 
We invite you to get ac- 
quainted with this quality 








hook or post fastener. A downward 
pull locks the line. The tightener 
is mounted on an individual mer- 
chandising-instruction display card. 
For further details write the As- 
sociated Projects company, 80 E. 
Long street, Columbus 15, Ohio. 


Automatic Water Heaters 


A wide range of applications in 
homes, cottages, offices, etc. is 
claimed for a new line of small- 
capacity automatic electric water 
heaters. The units are made of 
stainless steel throughout and are 
furnished in three sizes with ca- 
pacities of three, five and 71% gal- 
lons. According to the manufac- 
turer users have found the capac- 
ities of the heaters adequate be- 





cause of their unusually quick heat- 
recovery and high heat-retention of 
the tanks. All units operate on 110- 
115 v. alternating current and are 
available for immediate shipment. 
They are said to be easily installed 








HARDWoops 
SOFT Woops 


CAYUTA BRAND 
HARDWOOD 
FLOORING 


MAHOGANY | 


WALNUT 
WMILL | 
om 25,000,000) 
cave 15,000077 


~ 


x & AWAD 
W 
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Summer 1946 finds us still unable to give our 
many customers Pre War Service, since our 
reconversion has been delayed due to many 
factors beyond our control. 
friends however to keep us in mind and soon 
we hope to be able to render the same effi- 
cient service for which our organization has 
been outstanding for many years. 


Ys 


Y 
SOL», 


We do ask our 


i) 





with standard pipe fittings, and fit 
in small spaces under cabinet sinks, 
lavatories and on shelves. For fur- 
ther information write Modo-home 
Products, Inc., Bourbon, Ind. 


Portable Electric Hand Lamp 


With the new Big Beam No. 211, 
bright light can be had anywhere, 
any time. This weatherproof, por:- 
able electric hand lamp, has a sing!e 


focus adjustment whereby it will 
deliver a spot or spread light. It 
is powered by two standard drycell 
batteries with pressure type con- 
nections. Weighing less than five 
pounds it can be set down 
anywhere or clamped in a special 
hold-down fixture. For descriptive 
folder write U-C Lite Manufactur- 
ing company, 11 E. Hubbard 
street, Chicago 11, Ill. 


Preventing Accidents 


In line with its national advertis- 
ing campaign on automobile acci- 
dent prevention, the Lumbermens 
Mutual Casualty company is pub- 
lishing a booklet Accidents Are 
Preventable, filled with suggestions 
for safe driving. Much of the ma- 
terial contained in the booklet will 
be included in the monthly adver- 
tising layouts to be published in a 
national consumer magazine. [or 
a free copy of the booklet write 
Lumbermens Mutual Casualty com- 
pany, Chicago 40, IIl. 


New Urea-Resin Glue 


A new type, liquid urea-resin 
glue, especially valuable as a re- 
placement for currently short 2ni- 
mal and casein glues has been in- 
troduced to the industry. Marketed 
under the name Casco-Resin 135, 
the new product is a joint glue, es- 
pecially made for edge gluing, as- 
sembly and dowel work. It is «so 
suitable for rotary clamp and gen- 
eral work. It is designed for cold 
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Keudson & Mercer Lumber Co. 
Purveyors fo 
Accredited Retail Lumbe: Dealers 
for 51 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Blivd., Chicago 4, ill. 














—— 


MINER'S EDGER WITH SKF BALL BEARINGS 


Simonds saws, lightest running. SPECIAL 
FEATURES: Variable feed for light power, 


guide rail and spurs make STRAIGHT lum- 


ber, well-balanced mandrel, now creosoted 
frame. IT CLEARS ITS COST IN 30 TO 60 
DAYS. 


MINER EDGER WORKS, Phone 1292, Meridian, Miss. 





LEMIEUX BROS., INC. 


FORESTERS--TIMBER ESTIMATORS 
APPRAISERS--CIVIL ENGINEERS 


610 Pere Marquette Bildg., NEW ORLEANS, LA 








, Since 1922 
THE DAD & LAD &: 
MANUFACTURERS 


Asphalt and Asbestos Roofing 
Cements, Paints and Compounds 


Factory and Executive Offices 
NEW LENOX, ILLINOIS 


a 











WEBSTER. 


Oniform 27? 
. COLCGRE 
\* TEXTURE 

‘, Qa LV 
i 


wo Sy i. EL Webstar Liaober Ce. 


ae Kansas City, Mu. 








HOUSTON BLOW PIPE 
AND SHEET METAL WORKS 
HOUSTON, TEXAS 


38 Years’ Experience 


Engineering Service and Estimates Without 
Obligation — Send Us Your Inquiry 








Hardwood Inspector Wanted 


One familiar with Northern Hardwoods 
for nardwood distribution yard. Steady, 
competent, experienced and understand- 
ing thoroughly NHLA rules. Write 


WARREN ROSS LUMBER CO. 
Falconer, N. Y. 





SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


_ TIMBERS FACTORY 
YARD STOCK F ' R CLEARS 


SPRUCE, HEMLOCK, CEDAR, PINE 
Established 1912 





aw 





gluing; setting or curing of the ad- 
hesive is accomplished by the addi- 
tion of a catalyst. The glue lines are 
said to be craze resistant, water- 
resistant, mold or fungi resistant. 
For further information write 
Casein Company of America, The 
Borden company, 350 Madison 
avenue, New York 17, N. Y. 


Insurance Dictionary 


To assist the man in the street to 
a better understanding of the 
meaning of insurance terms, a new 
dictionary has just been issued. 
Over 225 definitions of words com- 
monly found in fire, property and 
liability insurance are given in 
language easy to understand. Many 
specific examples are given to fur- 
ther simplify their meaning. A 
copy may be obtained by writing 
the Employers Mutual Fire Insur- 
ance company, Wausau, Wis. 


Wall Paneling Catalog 


Colorful emphasis on the beauty 
and utility of Marlite wall paneling 
for residential and commercial 
building and remodeling is found 
inthe 1946 Marlite catalog. The 
12-page booklet includes color and 





black and white photographs of in- 
stallations in home kitchens, bath- 


rooms and other rooms, as _ well 
as in commercial establishments. 
Twenty-seven color and pattern 
combinations are shown for Marlite 
deluxe mirror finished panels and 
seventeen for the velvet smooth fin- 
ish. All are made in panels four 
feet wide and from four to 12 feet 
long. Detailed information is given 
on all Marsh mouldings and acces- 
sories. Copies of the new catalog 





may be had on request from Marsh 
Wall Products Inc., Dover, Ohio. 
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"Cousoyoriial 


HANDLING IN YOUR YARD 





Save space — time 
— costs — release 
men for productive 
work — handle lum- 
ber with conveyors. 


Write for special 
bulletin, AL-76, de- 
scribing Standard 
Conveyors designed 
to speed and cut 
the cost of han- 
dling in lumber and 
building supply 
yards. 





STANDARD CONVEYOR COMPANY 
General Offices: 
No. St. Paul, Minnesota 





~~ Faeee 
CONVEYORS 





LUMBER WANTED 


Manufacturer of Prefabri- 
cated Houses in Philadelphia 
area will pay CASH for any 
volume of lumber — cut to 
size, or random sizes, green 
or seasoned. Can use 100,000 
ft. daily. Buying large quan- 
tities of Frames, Sash and 


Doors. . 
nn Write to 


Horace L. Gross Adv. Agency 
1600 Walnut Street Philadelphia 3, Pa. 











Gives Siding Jobs Improved 


Protection and Appearance 


On every Asbestos 
Siding job, where ap- 
pearance is_ essential, 
you can save valuable 
time, simplify fitting 
at corners and along 
window and door 
frames, give added pro- 
; f tection, by using indi- 
vidual zinc corner strips. . . . Made of 
oxidized zinc... will not stain. Lengths 
suitable for any Asbestos Siding Shingle. 
For complete details write 


BUGHER MANUFACTURING CO. 


211 S. Main Street 











Kokomo, Ind. 





Handy Lumber Calculator 


A useful vest pocket manual includin lum- 
ber calculator for standard sizes, i aan 
estimated weights of lumber and miscellancous 
wseful lumber tabulations. Prepaid, 60 cents. 


American Lumberman 
189 N. Olark 8&t. CHICAGO 3, ILL. 
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ye LUMBER that is “engineered” for 
greater beauty, size, strength, 
lightness, weather-and-wear resis- 
tance characteristics. 


Bl 


*WOOD 


| FROM THE FORESTS OF THE WORLD - Fir, Pine, 
Gum, Birch and Figured Woods. Waterproof and technical 


plywood a specialty. Write for Teleply Ticker” Warehouse Stock List today. 
AETNA PLYWOOD & VENEER, 1732 ELSTON AVE. @ CHICAGO 22, ILL 








J. W. Wells Lumber Co. 


Montgomery I, Alabama 


ote 


Manufacturers 


Southern Hardwoods and Pine 











H. B. Jordan, Gen. Mgr. 
C. W. Jordan, Sales Mgr. 


C. M. Jordan, Treasurer 
J. B. Deutsch, Detroit Mgr. 


* * * 


Clarke County Lumber Company 
Wholesale Forest Products 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabricated Items. 


Phone: TEmple 1-2924 
834 Maccabees Bldg. 
DETROIT 2, MICH. 


Phone: L. D. 167 
Anderson Building 
THOMASVILLE, ALA. 


As soon as the present 
abnormal lumber situa- 
tion clears, buyers can 
depend on it that we'll 
resume dependable 
service in western woods 
as quickly as possible. 


Hl PINE, CEDAR Ee 
HEMLOCK 


[THE GRISWOLD (FS) LUMBER CO.| 
ee _FAILING soc (09) PORTLAND.ORE. | 











FOR SALE 


Ponderosa Pine 
Wholesale Ceiling Prices. Car Lots--Direct Shipment. 


In exchange for any of the following woods: 


Maple, Birch, Oak, Beech, Ash, Gum, Walnut, 
Poplar, Magnolia, Pecan, Hickory, or what 
have you. 


To be bought on same basis. 


Penberthy Lumber Co. 


5800 S. Boyle Ave. Los Angeles 11, Calif. 














American bciu2se04 Load Binder | 


For binding LUMBER 


LOGS. | Holds load firm: ( Goodyear Pattern) 


-- most 
ractical and effective. 
hree sizes. Write for 
circular and full infor- 
mation. 


“American” line of le 
ging Tool a” Log 





» RAINELLE, W. VA. (/ 


All “Cream of the 
West Virginia Hardwoods Appalachians” 
} = 


STEPPING & RISERS FLOORING--Red & TRIM &MOULDINGS Solid or Edge-Glued 
Oak & Birch White Oak, Maple, Chestnut, Ash, Birch, Dimension Maple, 
BEVEL SIDING-Poplar Birch and Beech Poplar, Oak, Basswood Oak and Poplar 


— 








or 


KNIGHT 
Single and DoubleActing Receding 
SET WORKS-Saw Mills, Dogs, Edgers 


Manufactured by 


THE KENT MACHINE COMPANY 


117 Portage St, Cuyahoga Falls, Chio 











——! 
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“MARKET ANALYSIS 


Distribution Channels Returning to 
Normal Now OPA Controls Are Off 


Optimism over the prospective free production and 
distribution of lumber once more was reflected in 
statements from all segments of the industry. Whole- 
salers and manufacturers pledged themselves to hold- 
the-line, realizing that an unfounded price rise at this 
time would be looked at with askance. The reputation 
of the industry, as never before, was at stake and 
would be guarded jealously, it appeared. 

However, it was too early to tell what the effect of 
the abolition of price control will have on the industry, 
either production or pricewise. There was little doubt 
but what there would be some price advances—they 
were being granted more and more often prior to June 
30 by the OPA. Manufacturers and retail associations 
were in general agreement that prices must not go 
beyond added costs of production. 


NORMAL CHANNELS AGAIN 


Reporting on a quick survey H. R. Northup, secre- 
tary of the National Retail Lumber Dealers associa- 
tion, said that lumber has already showed a tendency 
to return to normal distribution channels. 

“For the first time since OPA,” said Northup, “deal- 
ers told me that they were being offered lumber by 
reputable manufacturers. This is a direct reversal of 
manufacturer practice unde OPA regulation—when 
lumber dealers had to go begging for lumber, take ex- 
pensive buying trips to the mills or resort to truck- 
load lots from the black market.” 

Northup reported that contrary to statements issued 
by President Truman and Expediter Wyatt, material 
price lines have either held or have risen but slightly. 

A survey of average annual earnings for different 
types of workers in the United States, after the post- 
War wage increases, compared with the earnings of 
1939, show that the annual wage of lumber workers is 
neir the top. In 1939 the average wage for an em- 
ployee in the lumber industry was $991; in 1946, the 
average was $1,910, an increase of 92.7 percent. Only 
: four fields out of the 25 covered was the increase 
arver, 

INVENTORIES UP 


inventories of lumber at sawmills and concentration 
yards at the end of April totaled 2,999,832,000 board 
feet, an increase of 1.6 percent over March, the Civil- 
lan Production Administration reported. 

_ the North Pacific, Central and South Regions suf- 
{cred declines, while other regions registered gains, 
the largest being 23 percent in the Northeast. 

“or the first time in two years, production and ship- 
ment of Western Pine in the second quarter of this 
) ear failed to fall behind the same quarter of the pre- 
ceaing year, 

Present estimates for the second quarter, reports 
the Western Pine association, place production at 1,683 
milton feet or 4.5 percent above the second quarter of 
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Anaconda Copper 


Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 























FORD TRUCKS 


LAST LONGER! 








XK 
78% of All Ford V-8 
Trucks Ever Sold Are 


Still in Use! 






























Manufacturers 

and Wholesalers 
OF 

SPECIAL LUMBER PRODUCTS 


Anything Made From 
Western Lumber! 



































Furniture Dimension 
Glued-Up Stock 














Mouldings 
Venetian Blind Slats, 
Rails and Fascias 
Ready-to-Assemble 
Furniture Parts 

Industrial Shook 
































Remember, too, 


WE WHOLESALE 


Hemlock 

.; Douglas Fir 

- Sitka Spruce 
Ponderosa Pine 

































KbehL Smite Luuborla 


Manvtacturers and Wholesalers 1635 Dierks Bldg., Kansas City 6,Mo., Victor 4143 


Member of Western Pine Ass‘n., National Wooden Box Ass‘n., Ponderosa Pine Woodwork, 
National-American Wholesale Lumber Ass‘n. 











West Coast Office: 910 Porter Building © 





WE MANUFACTURE 
AND SPECIALIZE IN 


Carpenters’ and Special 


and other West Coast Woods 


Address all correspondence 
to our Kansas City Offices 


Portland 4, Oregon 


CARLOAD QUANTITIES ONLY 




















































Weg 
Kany fake lumber Co. Lt 


SALES OFFICE: 2020 Conway Bidg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 
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LUMBER MARKET 





last year and more than double the production in the 
first quarter of this year. 


Current Statistics on 
Output and Distribution 


Lumber shipments of 419 mills reporting to the Na- 
tional Lumber Trade Barometer were 3.0 percent 
above production for the week ending June 29, 146, 
In the same week new orders of these mills were 2.1 
percent below production. Unfilled order files of the 
reporting mills amounted to 81 percent of stocks. For 
reporting softwood mills, unfilled orders are equivalent 
to 28 days’ production. For the year-to-date, shipments 
of reporting identical mills exceeded production by 4.9 
percent; orders by 3.4 percent. Compared to the aver. 
age corresponding week of 1935-1939, production of 
reporting mills was 17 percent above; shipments were 
14.2 percent above; orders were 16.5 percent above. 


Southern Pine 


Production of Southern Pine by the 98 mills re- 
porting to the Southern Pine association for the week 


ending July 6 totaled 12,127,000 feet. This was 26.29 = 


percent below the three-year average for the same 
mills. Shipments for the week of July 6 totaled 10,- 
834,000 feet or 10.66 percent below production for the 
week. Orders placed during the week totaled 13,653,- 
000 feet or 12.58 percent above production for the 
week, 


Western Pine 


Eighty-eight mills reporting to the Western Pine 
association for the week ending July 4 cut 26,629,000 
feet. The same week a year ago the cut was 31,431,000 
feet. Shipments were 23,721,000 feet or 10.9 percent 
below production. Unfilled orders on hand July 6 to- 
taled 225,501,000 feet and gross stocks stood at 492,- 
073,000 feet. 


In the Market Centers 


TACOMA—Logs and lumber continue scarce with 
little prospect of immediate improvement. Shortage of 
logs has not yet forced mills to curtail operations. Off- 
shore movement of lumber and logs is gaining. 

MINNEAPOLIS—Heavy damage from terrific 
windstorms affected Northern Pine production in this 
area. Wholesale and retail lumber prices held close 
to OPA schedules following abolition of price controls. 
Minneapolis retail lumber dealers publicly announced 
that “lumber and building materials prices in eifect 
June 30 will not be changed because of the expiration 
of OPA.” 

MEMPHIS—Reports from hardwood mills indicates 
their production is 75 percent of normal. Incre:sed 
ceilings and improved labor conditions helped. Oak 


flooring production increasing very slowly. Retailers | 


still having difficulty getting building lumber if ‘hey 
do not hold HH priorities. 

KANSAS CITY—Weather has been ideal and |:bor 
supply ample. Main drawback is shortage of ecuip- 
ment, mainly trucks. Hardwood shipments increased 
somewhat to railroad buyers. Short supply unable to 
satisfy huge demand for lumber, although some im- 
provement in Yellow Pine is reported, also a fairly 
good flow of hardwoods. Most of the output still com- 
ing from black market operators. 
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R. M. Weyerhaeuser, Last of 
Four Famous Brothers, Dies 

Rudolph M. Weyerhaeuser, 78, 
last of four sons of Frederick Wey- 
erhaeuser, pioneer lumberman, died 
in St. Paul, Minn., July 12. 

After graduation from Yale uni- 
versity in 1891 he became associ- 
ated in the lumber business with 
his brother, John P. Weyerhaeuser, 
at Rock Island, Ill. Later he moved 
to St. Paul and took over the man- 
agement of a line of retail lumber 
yards in Minnesota and Iowa. In 
1896 he was placed in charge of the 
Northern Lumber company, formed 
by his father. He was also an of- 
ficer of the Cloquet Lumber com- 
pany and the Johnson-Wentworth 
company. At the time of his death 
he was chairman of the board of 
the Northwest paper company and 
was president of the Wood Conver- 
sion company. 

He was president of Potlach For- 
ests, Inc.; one of. the founders of 
the Weyerhaeuser Sales company 
and a director of the Weyerhaeuser 
Timber company, Tacoma. 


W. F. Mackintosh, Andersen 
Corp., Receives Bronze Star 


One of fewer than 100 persons in 
the entire country so _ honored, 
William F. Mackintosh, eastern 
sales representative for the Ander- 
sen corporation, Bayport, Minn., 
recently received the War depart- 
ment’s bronze star medal. 

“he medal was awarded for meri- 
torious service in connection with 
military operations in Belgium, 
Hoiland and Germany from Oct. 
23. 1944, to April 9, 1945. Mr. 
M:ckintosh was an American Red 
Cross Field director with the 104th 
Ti nberwolf infantry division. 


Chapman Chemical Company 
Enters Agricultural Field 

hapman Chemical company, un- 
ti recently A. D. Chapman & com- 
pany, Ine., Chicago, announces its 
es ry into the agricultural special- 
ty ield under the new agricultural 
chemical division in charge of Rob- 
' ©, Harnden. Mr. Harnden was 
‘smerly manager of the Dowicide 
division of the Dew Chemical com- 
"iy, Midland, Mich. 
ne company has specialized in 


f 






Vols NIFWS 


the wood preservative chemical 
field. The initial agricultural line 
will consist of a few new special- 
ties including 2,4-D and selective 
weed killers, new soil fumigants 
and insecticides. 
Cy G. Lowe Resigns from 
Southern Pine Labor Program 

Cy G. Lowe, labor information 
service manager for the Southern 
Pine association since the organiza- 
tion of that department in 19438, 
has resigned his position to go into 
private practice. 

Mr. Lowe has been a member of 
the association staff since 1935. 

Mr. P. C. Gaffney will assume the 
managership of the association’s 
labor information service program. 


C. B. Ward Retires from 
Buffalo Lumber Business 


Cary B. Ward, lumber wholesaler 
of Buffalo, New York, is retiring 
from business. He has been in the 
Buffalo lumber trade for the past 
25 years. In the future he will be 
living in Culpeper, Va. 


W. J. Zeiger, Michigan 
Lumber Retailer, Dies 
Walter J. Zeiger, 62, founder of 
the Zeiger Lumber and Coal com- 
pany, Sawyer, Mich., died June 29. 
Among the survivors are his 
brothers Roy, who joined the com- 
pany in 1920 and Hiram, who 
joined the company in 1931. - 


Chicago Area Hoo-Hoo Has 
Combination-Day Golf Party 


Second activity of the summer 
for members of Hoo-Hoo in the 
Chicago area was an all-day golf 
tournament, July 11. Joining with 
the Executives Club of Chicago, 
Hoo-Hoo members and prospective 
kittens gathered into foursomes to 
try for the variety of prizes offered. 
Solos and community singing con- 
cluded the day’s activities. August 
8 there will be another combina- 
tion-day party at Westward-Ho 
Golf club. 


Companies Announce 

A new series of Alexander Mc- 
Queen’s famous Nothing But the 
Truth feature broadcasts will soon 
be heard from coast-to-coast spon- 
sored by the Arvey corporation, 
manufactures of R-V-Lite all pur- 
pose window material. 

With the return of top-grade 
Chinese hog bristles, Whiting- 
Adams company, Boston, has re- 


Lewis H. Brown Awarded Medal for Merit 
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SECRETARY of War Robert P. Patterson is shown here, left, presenting the Medal for Merit, 

highest civilian award, to Lewis H. Brown, president of Johns-Manville corporation, right, for 

“eutstanding services” to the government “on problems of management, production and sup- 

ply” during World War II. Looking on, center, is Secretary of the Treasury John Synder. Mr. 

Brown was one of four top industry leaders who composed the industry part of the Ordnance- 

Industry team which guided construction projects and purchases for the U. S. Army supply 
program. 





sumed manufacture of their line of 
Chinese hog bristle paint brushes. 

Acme Supply company, Los An- 
geles, has re-entered the civilian 
hard goods market with stocks of 
bolts, nuts, washers, rivets and 
screws. 

E. C. Olson Lumber company is 
the name of a new company which 
has purchased the plant of the Mc- 
Goldrick Lumber company, Spo- 
kane, Wash. Officers of the new 
company are Ed Rowles, president; 
George Holden, vice president and 
E. C. Olson, treasurer. 


Masonite Corporation Names 
Major Changes in Personnel 


Major changes in the executive 
sales personnel of Masonite corpor- 
ation, Chicago, have been an- 
nounced. 

Robert T. Miller, former chief 
sales engineer, has been named 
manager of the industrial division. 

E. Howard Claypoole, who re- 
signed as advertising manager and 
director of public relations has 
been succeeded by Donald E. Allen. 

Elmer J. Graebner has been ap- 
pointed sales manager for the Cellu- 
foam Products division. 

Thorn C. Hulbert now holds the 
post of eastern division sales man- 
ager; Thomas G. Gaskin is central 
division sales manager; and 
Charles H. Smith is Pacific coast 
division sales manager. 

The mid-Atlantic division sales 
office headed by Louis McBarron, 
has been moved from Philadelphia 
to the Tower building in Wash- 
ington, D. C. 


Lumber Production Specialists 
Needed to Expedite Materials 


Industrial specialists in lumber 
production to expedite the flow of 
vitally needed construction materi- 
al are needed by the Civilian Pro- 
duction administration. Several 
staff positions are open in the IIli- 
nois, Indiana, Wisconsin region. 

Requirements are a minimum of 
seven years managerial or execu- 
tive experience, knowledge of pro- 
duction methods, two years in the 
lumber field. 

Applications forms may be ob- 
tained from the CPA, 226 W. Jack- 
son boulevard, Chicago. 
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Coming Events 


The regular quarterly meeting of 
the Carolina-Virginia Lumber- 
men’s club will be held on July 26 
at the Battery Park hotel, Ashe- 
ville, N. C. 

The fortieth anniversary of the 
Lumbermen’s Golf association of 
Chicago will be celebrated August 
2 with a golf tournament and get- 
together at the Elmhurst Country 
club. 


Home Heating Equipment 
(Continued from Page 52) 
much more attention to air condi- 

tioning than formerly. 
AIR CONDITIONING 

INSTALLATION of air condi- 
tioning equipment in conjunction 
with heating equipment is receiv- 
ing added emphasis. A new era in 
home comfort is advertised by one 
manufacturer who is offering a 
forced-air furnace with its pack- 
aged cooling unit. The same blower, 
filters and ducts which circulate 
clean, warm air in winter are used 
to distribute dry, cool air in the 
summer. The cooling unit, says the 
manufacturer, can be added for as 
little as $2.69 per month on 20-year 
FHA terms. 

Heating equipment is a 10-20 
year investment. Time given to its 
proper selection will pay future div- 
idends in dollars and health, points 
that the retailer can well emphasize 
in his advertising of heating equip- 
ment. 

FLOOR FURNACES 

THE GAS floor furnace has di- 
versified uses. With a dual wall 
model, it is possible to heat two ad- 
joining rooms with the same fur- 
nace. These are especially suited for 
use between two bedrooms; a bed- 
room and hallway; or between two 
connecting bedrooms where it is 
desired to close one off occasionally 
or where construction prevents 
proper air circulation for efficient 
heating. The amount of heat di- 
verted into each room is regulated 
by adjusting the room registers. 

Advantages of this type furnace 
include use in homes with or with- 
out basement; no air ducts to in- 
stall; suitable for wide variety of 
heating needs—stores, offices, tour- 
ist camps, etc.; low cost of installa- 
tion. 

Thermostats are the brains of the 
heating system, detecting the need 
of heat and relaying the message to 
the heating plant. The best thermo- 
stats cost but little more than in- 
ferior makes and can save as much 
as 15 percent of fuel bills by reduc- 
ing the night temperature prop- 
erly. 





ADVERTISING 


PAYABLE IN ADVANCE 


Copy must be in office of AMERICAN LUM. 
BERMAN by Monday prior to publication 
date. Rates are based on number of WORDS 
and consecutive insertions as shown below, 
Be sure to count address. For “blind” ad. 
dress care this publication count 5 words, 
Advertisements are set uniferm style, in 
proper classification, with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words, 
Please specify CLASSIFICATION desired. 


8c per word for one insertion. 


7c per word, per insertion, for 2 consecutive 
insertions. 


6c per word, per insertion, for 3 to 5 censecu- 
tive insertions. 


MINIMUM CHARGE §1.60. 


Attractive discounts for 6, 13 or 26 consecu- 
tive insertions. 


When answering “blind’’ advertisements ad- 
dress number shown care of 


AMERICAN LUMBERMAN 


139 N. Clark St., Chicago 2, Illinois 








HELP WANTED 


Highest type of Millwork executive, capable 
of managing special millwork plant with stock 
jobbing department. Plant located in South. 
State experience, age, references, salary ex- 
pected. Address A-24, American Lumberman. 











Wanted: Experienced man for accounting and 
general office work. Also, a second man for 
accounting and collections. Permanent posi- 
tions with a good company in northern fndi- 
ana who believe in pared top salaries for 

wed positions. Address A-50, ) Be Lum- 
erman. 





Wanted—Capable Northern Hardwood lumber 
inspector. Prefer man between 30 to 45 years. 
Also experienced hardwood yard foreman 
with kiln drying knowledge. C. R. Krimm 
Lbr. Co., Williamsport, Pa. 





WANTED: Experienced salesman for retail! lum- 
ber concern. Excellent Michigan location. 
Good housing arranged for, requiring quick 
decision. Unusual opportunity for promotion. 
State qualifications, age and salary desired, 
ossible furnish snapshot. Address A-5, 
merican Lumberman. 





Wanted: Man with lumber and building me 
terial experience—for counter sales, esti 
mating; later taking over a department. Good 
pay. Home available. Address A-57, Amer 
can Lumberman. 





— 


Wanted—Manager for four or five portable 
circular sawmills. Must know production 
thoroughly, how to handle men and huve 4 
comprehensive knowledge of hardwood 
grades. Permanent employment for a g 

man. Address A-60, American Lumberman. 





Wanted: Sawyer for new circular mill lo 
cated in Southern Michigan. Must be sober 
and able to cut grade lumber. Address A-6l. 
American Lumberman. 


— 


Wanted: Inside lumber and millwork sales- 
man. Experienced. Starting salary 5225. 
per month with opportunity for advance 
ment. Progressive Chicago retail concem. 
Will pay more if experience warrants 
dress A-72 American Lumberman. 
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